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HERE'S WHAT THIS Ne. 
G-E TRADE MARK 
MEANS TO YOU! = 














1. ALL THE BENEFITS OF MAZDA* RESEARCH .. . The 
very latest improvements coming from MAZDA Research 
laboratories are immediately available in the G-E MAZDA 
Fluorescent lamps you sell. 













2. ALL THE ADVANTAGES of General Electric’s 60 years 
of lamp making experience, including all the manufacturing 
skill, engineering resources and knowledge of General 
Electric ... go into the G-E MAZDA F lamps you offer cus- 
tomers. 










3. MORE LIGHT AT LESS COST... Since MAZDA Research 
introduced the first practical fluorescent in 1938, G-E 
MAZDA F lamps have been steadily improved in efficiency, 
and reduced in price. On some lamps the price has been 
reduced as much as 60% since 1938. 














4. YOU CAN OFFER CUSTOMERS a complete line of G-E 
MAZDA F lamps, from the tiny 6-watt to the giant 100-watt 
size, uniform in quality and color. 











5. YOU HAVE THE ADVANTAGE of a public preference for 
products that carry the famous mark of G-E quality. G-E’s 
research leadership has long been a factor in the production 
of quality products. 















Of course, fluorescent lamps are just one of many types of lamps 
General Electric makes to supply every lighting need. If you run 
up against a knotty lighting problem in serving your customers, 
perhaps General Electric's lighting engineering service can help 
you solve it. For your information, see your nearest G-E lamp 
division office or write General Electric Company, Dept. 166- 
WS-5 Nela Park, Cleveland, Ohio. 













*MAZDA js not the name of a thing, but the mark of a research service. 


G-E MAZDA LAMPS 
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The “INFLATIONARY GAP” 


In our 1942 Individual Incomes 
3] BILLION 
DOLLARS 
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price increases 
resulting in further 
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Construction Government officials who have 
every opportunity to get the most accurate data, freely 
predict that 1942 will be the biggest year in the history 
of the construction industry. 

Outlays for new construction are expected to total 
nearly $12 Billion against $10.8 Billion in 1941 and 
only $7 Billion in 1940. 

Wholesalers may wonder where the electrical mate- 
rials—-particularly copper wire and cable—are going to 
come from to carry out that huge construction program. 
We submit that THE MATERIALS WILL BE FOUND be- 
cause those projects must be completed before we can 
turn out ordnance, ships, ammunition, other war goods 
in sufficient quantities to make sure that we can win this 
war and—wIN IT WE MUST. 


* 


, 
Nails We have already stated that electrical mate- 
rials to support the huge construction program will be 
lorthcoming as needed because they are essential to our 
winning of the war. Here is an example that demon- 
strates the point. 

Steel is scarce. Wood is being used in construction, to 
replace steel wherever possible. But—using wood calls 
lor nails and nails are made of steel, SO— 

Nail manufacturers have been ordered to increase 
their output to 72,000 tons of nails per month, and you 
don’t suppose for one minute that they are going to have 
difficulty getting that steel out of which to make the 
nails? Similarly wire and cable manufacturers will get 
the copper wire to take care of war construction and 

ar-production-maintenance needs. 


* 


, 
Four-In-One We have pointed out frequently 
at, as American industry under the strain of war pro- 
iction moves toward ’round-the-clock, 7 days per week 
ear ‘round operation, all needs for electrical repair, 
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replacement and maintenance supplies will be multiplied 
until eventually Four years’ needs will be crowded into 
every one year—for duration. Supporting that conten- 
tion: A recent report of the National Industrial Confer- 
ence Board shows that our factories are moving steadily 
toward that ‘round-the-clock operation we have pre- 
dicted. Of a representative group of plants, 24 percent 
already were found to be working the full 168 hours per 
week. Fifteen percent worked 144 hours, others were 
on varying schedules, but only 10 percent remained on 
a 40-hour per week basis and—we bet those won't stay 
that way for long. 


* 


Light and Sight The American Optical Com- 


pany reports that industrial eye accidents during 1941 
robbed America of approximately 9,500,000 man-days, 
or the equal of enough time to build 17 destroyers. 

That figure also meant an increase of 1,000,000 lost 
man-days over the previous year and—worst of all—98 
percent of those 300,000 eye injuries which caused that 
deplorable loss are considered preventable. 

If we disregarded entirely the financial loss due to 
those accidents—estimated at $200,000,000—the loss of 
working hours is a severe blow at our war effort, and 
everything should be done to bring down those totals. 

Good light at the working plant is one sure means of 
reducing accidents. Production men charged with push- 
ing our war-production drive know that good light 
speeds up output and decreases accidents. Get out and 
sell better light Now. 


* 


Trends A recent issue of Sales Management re- 
ports the results of a 15-cities’ study of wholesalers 
operations in the general merchandise field, based on 
personal interviews by Ross—Federal men 

Pertinent points discovered were : Sales territories are 
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Maintenance and Repairs | 


PANTHER AND 


DRAGON TAPES 


First to be Wrapped and 
Sealed in Cellophane 
6 
Perfect Adhesiveness and Tensile Strength 
© 


Sold Exclusively Through Strong Distinctive Green Core 
Distributing Wholesalers 4. 


Colorful Attractive Boxes 


HAZARD INSULATED WIRE WORKS 5) 
DIVISION OF THE OKONITE COMPANY ° ‘ 
Works: Wilkes-Barre, Pennsylvania A Company in the Insulation 
Offices in Principal Cities Business Since 1878 


PANTHER « DRAGON 


RUBBER AND FRICTION TAPES 
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being reduced; salesmen travel more slowiy but cover 
territories more completely ; there is increased use of 
nail and telephone in cultivating distant buyers; fre- 
quency of deliveries is being reduced ; there is doubling- 
up with several non-competitive salesmen and using of 
a single car. 

We are indebted to the same magazine for the real 
answer to the question of what makes the best salesman 
best? The “cream of the crop” of salesmen were found 
to 1) Waste less time in travel. 2) Waste less time in 
general conversation, broken interviews, waiting. 3) 
Spend ten times as much time helping the retailers. 
4) Spend nearly twice as much time in actual selling. 
5) Work a 10 percent longer day. 

Draw your own conclusions. 


* 


a) 
Salvage Many do not realize that the shortages on 


various materials such as rubber, tin, copper, paper, 
really are acute and so they don’t do their bit in salvag- 
ing. Actually the seriousness of those shortages cannot 
he over-stated. 

In the interest of salvaging needed materials, Lessing 
J. Rosenwald, Chief of the Bureau of Industrial Con- 
servation, has called for a spring house cleaning. Every 
home, store, warehouse, factory, should get a thorough 
going over from cellar to roof, and not-needed metal or 
rubber objects and waste paper should be disposed of 
through channels that will insure salvage of those preci- 
ous materials. 

As an example of what can be done: RCA Manufac- 
turing Company reports having saved 207,000 pounds 

—eight carloads—of paper through intelligent handling. 
Salesmen can help win this war by stressing the need 
for salvage with all of their customers. 


* 


7 

Golf After banning the manufacture of golf balls 
effective April 1, 1942, WPB now has issued order 
L-93 which cuts off the use of iron, steel, other critical 
metals, plastics and cork in the manufacture of golf 
clubs, effective June 1, 1942. 

When the effect of those orders really hits those 
“dubs” of the links, who generally blame every bad 
score either on the club or the ball (or their companions ) 
they may eventually wake up to the fact that it’s the man 
behind the club that counts, not the gleaming whiteness 
of the new ball or the shiny chromium finish, or the 
colored inlays on the club-head. 


* 


Inflation It's a word that has a sinister sound— 


would not use it here were it possible to avoid it. 
ut—we hear grumbling, squawking, sometimes loud 
tcries against some of the price ceilings and price 
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control measures that either already are being enforced 
or are contemplated as part of our Government’s des- 
perate attempts to check the forces leading to inflation. 

We invite those who resent what they call unwar- 
ranted interference with private business to take a look 
at the accompanying illustration. 
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No! Your eyes are not deceiving you. It really is 
the reproduction of a genuine banknote, now obsolete, 
but current during Germany's inflation after World 
War I, and it acually calls for Five Billion Marks— 
Billion not Million. 

sefore inflation you could have bought all the luxury 
ocean liners of the German merchant marine with those 
5 Billion Marks and then have a few fortunes left. 

Afterwards ?—When inflation had reached the ulti- 
mate of an unbridled course IT TOOK NOT ONE BUT THREE 
of those 5 Billion Mark bank notes—15 Billion Marks 

-TO BUY A RIDE ON THE TROLLEY CAR. It took a bushel 
basket full of Billion and Trillion Mark notes to buy a 
pair of shoes. A few American Dollars could have been 





exchanged for enough German Marks—to buy at face 
value all the mortgages on all the homes, factories and 
other real estate in all of the German empire. 

That’s Inflation! and—That’s Ruin! 

last week in Washington, a high official told us 
“Unless we adopt the most strenuous and drastic meas- 
ures we may lose the Battle of Inflation.” 

If you want those dollars in your pocket, in your 
bank, in your home or factory, in your insurance poli- 
cies, to remain worth what they are now—if you want 
our country to win the battles of this war with its entire 
financial structure remaining sound and strong through 
the war and afterwards you must help to win the battle 
against inflation. 

Don’t squawk—Cooperate ! 


EDITOR 








VARNISHED CAMBRIC - RUBBER POWER CABLES * BUILDING WIRE « RADI 


It's a War of Machines! 


CRESCENT 
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Machinery, 
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<=, WIN THE WAR 


War Production 100% 
CRESCENT INSULATED WIRE & CABLE co. 
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WIRE and CABLE 


3 Factory: TRENTON, N. J.—Stocks in Principal Cities 4 


JOBBER COOPERATION—A PERMANENT POLICY 
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PD-IX, L-63, PD-336 


These new PD-IX forms, called 
“Distributors’ Application for Preference Rating’ and 
the L-63 inventory report forms, designated as PD-336, 
should be used from now on by every electrical whole- 
saler who does not want to see his business dry up for 
lack of 2 ods to sell. 


(A copy of these forms and the text of official instruc 
tions for their use are reproduced elsewhere in this issue. 
WHOLESALER’S SALESMAN had hoped to include some 
official interpretations, that would help to clarify some 
of the angles that are not covered in the instructions, 
but unfortunately these were not obtainable from the 
W PB in time for publication in this issue. The Editor.) 


SMALL BUSINESS = Every important person and legis- 
lator in Washington is aware that small business must 
not be fc rgotten. 

To gain speed and get quick action many large con- 
tracts for war production had to be made with large 
corporations. The government was buying not just 
things, but management during the “Defense Program” 
period. 

Now we are at war. The government wants to buy 
production regardless of whether all the bits and pieces 
of a tank or plane or gun are made under one roof or 
under a thousand roofs. 

Vital parts for major war units can be made in small 
shops, even in garages. Government wants those small 
shops to share in the work. It has set up the machinery 
for handling small business even to the point of pro- 
viding means of financing their operation. 

sut—Government, the WPB, can’t be expected to 
come to small business.—Instead small business men 
must come to the government. 

Thirteen regional offices and 125 field offices are oper- 
ating in key centers to help small business get business. 


PRP-ASCENDANT On April 21st the War Produc- 
tion Board announced that if would soon discontinue 
granting preference ratings on individual applications. 
Virtually all American industries requiring priority 
assistance are expected to apply under the Production 
Requirements Plan for the quarter beginning July 1. 
Furthermore the “hand processing” of priorities ap- 
plications now is strictly taboo. While such applications 
may be filed in person (in Room 4-101-Temporary EF 
Bldg.) “no one will be allowed to intervene in the rou- 
tine processing.” This decree against “hand processing” 
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By "The Man with the Panama Hat" 


will eliminate a lot of useless travel to Washington by 
would-be “hand processors” and is expected to result in 
substantially speeded up service to all applicants. 


SUB-CONTRACTING All too few have realized that 
this matter of sub-contracting is really something of 
vital importance to our war effort. 

Sub-contracting is not a device by which producers 
of non-war products might get a chance to stay in 
business.—It’s the means of enrolling every last ounce 
of our productive capacity, our machines, man-power, 
managerial talent in the war effort—to the exclusion of 
everything else. 

This is total war and the enemies have shown that 
unless we put the sum-total of all we can make and move 
and mobilize into this total war, we may conceivably lose 
this war. 

Donald M. Nelson said, just on April 15th, 1942 “In- 
creased sub-contracting may swing the balance.”—It’s 
the wholesalers salesman’s job to see that every owner 
or manager of a factory or a machine shop knows the 
story of sub-contracting. 


ANTIDOTE If anyone has friends who don't quite en- 
thuse over our war effort they should send to The 
Office of Facts and Figures, Washington, D. C. for a 
copy of the documented pamphlet, entitled “Divide 
and Conquer.” 

There is enough real “meat” in that pamphlet to turn 
the worst pacifist into a Front-line Fighter. 
PRODUCTION DRIVE It got off to a bad start and 
the launching formula had to be revised, but its meaning 
and the need for it were so evident that it is gaining 
momentum with every hour. 

Until Donald Nelson made his famous “Ten Silver 
Months” statement, few manufacturers realized that 
the question of whether we could win the War had to 
be answered by American Industry. 

Today the answer is clear and unless some monkey 
wrench is thrown into the machinery, industry will 
deliver the goods, not in time, nor on time but mostly 
‘way ahead of time. 


INKS Gradually certain yellows, orange, greens will 
disappear from the pages of magazines—for duration— 


or until the laboratories have developed substitutes that 
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NEW PLANT OF 
STEBER MFG. CO. 











MEETING WAR DEMANDS 


WithWar demanding greater and greater production—with work going on around the 
clock, Steber Lighting Equipment is playing an important part throughout the country. 


Steber was fortunate in anticipating the increased requirements with types of Flood- 
lights, Cover-Lites, Yardlights, Reflectors and Uti-Lites that ideally meet present 
requirements. Our new plant of 40,000 feet floor space provides ample facilities for 


greatly enlarged production. 


Safe Shaded Lights at Low Cost 


Steber Cover-Lites provide means of securing the advantages of 
shaded lights at low cost. One type is attached directly to standard 
or shallow 3%" or 4” outlet box or ceiling plate,—and comes equip- 
ped with porcelain socket. Other types can be fitted over brass 
shell or porcelain sockets. They are ruggedly made with rich 
Ultranamel green finish on the exterior and white inside for high 
reflecting value. Reflector sizes are 
Ez 10, 12, 14 and 16 inch diameters, 
shallow and standard dome types. 
Steber Cover-Lites are widely used 
in munitions plants, barracks, ar- 
sendls and manufacturing plants of 
all kinds. 
COVERLITES 





Yardlights 


A wide variety of yardlights are included in the Steber 
Line — all delivered completely wired ready for im- 
mediate installation. Shade holders and wall flanges 
are cast and either standard shade holder or easy-de 
tachable socket type reflectors, are available. Baked- 
on Ultranamel finish stands up in all kinds of weather 
—green outside, white inside. 
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Cat. No. 3500 
For use with 
750-1500 watt 

lamp. 

Reflector 
15%" diam. 
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STEBER FLOODLIGHTS 


To prevent sabotage and accidents; for lighting yards, 
stock piles, receiving and shipping areas, employee en- 
trances, docks; Steber Floodlights are used by the thou- 
sands. They are general-purpose floodlights designed to 
use type PS lamps and give uniform adequate light at 
approximately 60-degree spread. 


The reflector is made of heavy spun steel, base-plated 
with copper and chromium finished to a highly polished 
and efficient reflector surface. The lenses are clear con- 
vex heat-resistant glass, attached to the reflector by a 
quickly detachable ring with lever-action clamp. 


The husky adjustable mounting bracket serves for attach- 
ing to wall, cross-arm, or pipe. Three standard models 
are made, one for use with 300-500 watt lamps, another 
for 750-1000, and a third for 1500 watt lamps. 





Floor Model Heavy- 
Duty Uti-lite — a 


Heavy Duty, Adjustable and 
Adaptable UTI-LITES 








Portable Stand 
Floodlight 






strong portable aux- 
iliary lighting unit 
of wide usage. 








are available. 


radius without loosening or 


m- tightening up of any nuts or 
es clamps. They are not affect- 
4 ed by vibration. 











Write at once for Bulletin 108 
which contains complete 
data to aid you in selecting 
the types best suited to your 
WAR PRODUCTION require- 
ments. 


Heavy Duty Uti-lites are designed to meet war production de- 
mands — stand the gaff of hard long-hour usage, — provide good 
light exactly where it will do the most good. They are made 
for mounting on walls, benches or directly on machines, — while 
for portable use, floor types with caster-mounted heavy bases 


Reflectors are securely attached to the bracket arm — not to the 
socket. They are adjustable to any position within spherical 











Model 9-RU-1 Uti-lite 
for wall, post, bench 
or machine mount- 


ing. 
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Lighting Equipment 
STEBER MANUFACTURING CO. 


2451 No. Sacramento Ave. 


Chicago, Illinois 


do not involve the use of critical materials. 
When the WPB decides to clamp down—no field is 
immune, 


WHO IS ASLEEP? On Monday April 13th the Bu- 
reau of Industry Advisory Committees announced the 
formation of a DISTRIBUTORS Subcommittee of 
the Plumbing and Heating Industry Advisory Com- 
mittee. 

At the time when this column must go to press there 
is not even an Advisory Committee for the great elec- 
trical industry, much less a Distributors Subcommittee. 

Why not? 


SUGAR It’s a long cry from sugar to switchboards 
but—it will pay everybody in the electrical field to watch 
closely the procedure that is being developed in ration- 
ing sugar. Actually sugar is the guinea-pig on which 
various techniques in rationing will be tried, and the 
final basic pattern on sugar rationing undoubtedly will 
be followed in rationing other consumer items. First 
step was registration of the more than 1,000,000 whole- 
salers and retailers who handle sugar. Determination 
of “allowable inventory” will be on basis of past per 
formance. Quantities “in which customarily purchased” 
are a factor. 

A wholesaler is defined as a concern that sold “over 
50 percent of its gross sales during April 1942 to per- 
sons other than household consumers.” 


EXCISE TAX 


ances OPA states that sellers may continue to pass on 


\pre pos of the price-freeze on apphi- 


(to the buyer) the Federal manufacturer’s excise tax. 

OPA says that this point was set forth in Amend- 
ment No. 1 to Temporary Maximum Price Regulation 
No. 18 and “conforms to long-established practice.” 


PAGE THURMAN ARNOLD On March 19th, 1942 
PA sent out about 500 telegrams, freezing retail 
prices on major electrical appliances at the highest net 
price charged March 19th. 

On April 11th OPA hastens to explain that “the 
regulations do not mean that all stores must charge the 
same price for the same article,” and, OPA continues 
“Information reaching OPA indicates many dealers 
have misconstrued the pricing formula and are using 
the manufacturers’ suggested retail prices as their ceil 
ing prices.” 

Shades of Sherman and Clayton! 


COPPER Perhaps the most critical metal of all, when 
volume of demand is considered, copper continues to 
draw the limelight of the priorities and allocations 
experts. 

Latest decree allows for civilian production approxi 
mately 60 percent of 1940 total and—a large proportion 
of the remaining 40 percent is to be devoted to “behind 
the lines” uses that support the military establishment. 

And—they are getting tough on hold-outs. WPB 
just recently seized 78,000 pounds of sheet copper be- 
cause the owner had refused an offer made by the Metals 
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Reserve Corporation, (A Government agency) while 
the material actually represented “inventory in excess 
of requirements to fill rated orders.” 


FLUORESCENT'S L-78 This order would not have 
caused consternation in so many quarters if its signifi- 
cance had been interpreted with full consideration of all 
that is happening. The country’s Number One job 
is, to win this war, and everybody seems agreed that if 
we do our utmost in production we will win this war. 

Good lighting is indispensable to efficient production 
and no one will deny that the bulk of fluorescent equip- 
ment, made during the last two years went directly or 
indirectly into plants doing defense or war work. 

With the sub-contracting and conversion program be- 
ing pushed intensively, we shall have eventually most of 
the country’s 184,000 plants in war production, but today 
only a small percentage of those plants have good light- 
ing, when measured by the 1942 standards. 

This means that the demand for improved lighting 
facilities must increase, and in the interest of carrying 
on our war effort efficiently and with all possible speed 
a way must and will be found to supply that demand. 

As we see it the ultimate objective of this order is to 
make sure that att the fluorescent equipment for 
which raw material can be supplied WILL GO WHERE IT 
CAN AID MOST IN OUR WAR PRODUCTION DRIVE. 

No one can quarrel with that objective. Meanwhile 
the order does not in any way disturb existing channels 
of distribution. This means that when war plants have 
need for lighting equipment they will continue to have 
their contractor or engineer draw on the stocks of the 
nearest electrical wholesaler. 


NEW PD-3A BOOKLET Issued by the Army and 
Navy Munitions Board and carrying the blessings of 
WPB, a new booklet, entitled Priorities Instructions 
contains full explanations of procedures 1n connection 
with forms PD-3A. 

Clearly written and exceptionally complete, the book- 
let is intended for use by “Contracting, procurement and 
inspecting officials.” 


VIOLATIONS Machinery for checking upon compli 
ances is rapidly going into efficient operation. 

As of early April the records of 3,509 firms had been 
searched for priorities violations and over half of them 
were found to have committed minor violations, largely 
through misunderstanding. In addition the operations 
of 10,500 additional companies are being investigated 
and the Compliance Branch of WPB is reviewing the 
work of 7,100 other concerns. 

Referring to the penalties provided in the Second War 
Powers Act, James S. Knowlson, Director of Industry 
Operation said ‘Now that these penalties are available, 
they will be used when necessary.” 

“We must have compliance—all the way. Any state- 
ment to the effect that our policy will be not to invoke 
these powers is misleading.” » 

The Second War Powers Act provides penalties of up 
to $10,000 fine and one year’s imprisonment for each 
violation of WPB regulations or orders. 

~ 
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IT SEEMS TO US 


L. SEEMS TO Us that one of the greatest 
single problems confronting the War Pro- 
gram today is the problem of orderly dis- 
tribution—getting the right material to the 
right place, at the right time. 


The Wholesaler’s contribution to the suc- 
cessful solution of that problem is vital. His 
war-time functions, now vastly more impor- 
tant than ever before, must be carried on by 


someone. 


Who is in a more economically sound position 

than he, to assemble from manufacturers, all 

types of war material and, without confu- 
sion or delay, distribute it with the greatest economy to the points where it is 
most urgently needed? 


Who is in a better position than the Wholesaler to absorb the first impact of 
urgent, large construction or production requirements, by servicing shipments 
from stock? 


Who can so quickly and efficiently handle the vital details of factory ship- 
ment orders from countless individual users, with the necessary attention and 
despatch? 


A manufacturer could not even begin to perform these functions, except at an 
almost prohibitive cost in time and money. And we believe that no other sys- 
tem of distribution can compete with the Electrical Wholesaler, functioning 
properly, in servicing the War Program. 

Meanwhile, we appreciate that the Wholesaler is having a tough time. He has 
an entirely new set of rules and regulations for doing business. It is no exag- 
geration to say that his conversion from peace to war-time functions is as drastic 
for him as the Manufacturers’ conversions are for them. 

The critical question remains, how fast, effectively and whole-heartedly can he 
do it? 

The Thomas & Betts Co. is vitally interested in having the Electrical Whole- 
saler stay in the picture. It seems to us that the sympathetic discussion of his 
problems on the following pages, may be of help to him. 


= G. Mera dn - 


May 15, 1942 President, The Thomas & Betts Co. 


(Incorporated) 




















New Opportunities for Old 


The primary job of the Wholesaler, plainly stated as we see it, is to make the 
War Program his program without regret or delay. The more opportunities 


for service he embraces. the more business he will be able to handle. 


Despite the fact that many a Wholesaler’s normal business has been curtailed- 
appliances shut off—inventories limited, and private building suspended, there 


are new opportunities which represent an even greater market. 


Irreplaceable appliances must be kept in condition by parts and repair depart- 


ments for which the Wholesaler will supply the needed materials. 


When the war ends, and normal business resumes, he will be able to supply 


an appliance-hungry world with no dead stock to hinder him. 


Maintenance and Repairs of all existing plants form a constantly growing mar- 
ket for the Wholesaler to handle for years to come. 


Military and Federal Housing Projects. wherever located, demand the constant 


services of the Wholesaler’s entire organization. 


The expansion and decentralization of Army and Navy stations is rapidly con- 
verting the entire country into the defense area. This should eventually spread 
the demand to all Electrical Wholesalers. 


Every day sees the Electrical Wholesaler called upon to assist in converting 
plants to War Time Purposes. 


Only recently the largest construction program in the country’s history was 
announced. As these new and converted War plants swing into operation, their 
products will require a tremendously increasing flow of electrical equipment for 
the Wholesaler to supply. 


The total annual production of the electrical manufacturing industry normally 
is approximately $2! billion. It is expected that War Production alone this year 


will amount to somewhere between $4 billion and $5 billion. The forward 


looking Wholesaler sees more black than red in those tremendous figures. 


It seems to us that the Wholesaler who energetically and sincerely adopts the 
War Program will find himself—to put it mildly—busy! 





Che War Cime Job 


It is not the province of the Thomas & Betts Co. to tell the Wholesaler how to 
run his business under War conditions. 


We do feel privileged, however, to list certain War-born services that tie him 
into the War Victory Program. He should: 


@ Educate his customers in their privileges and obligations under the 
Priorities System. 


@ Be able to prove that he is gathering and relaying the proper priorities 
information from his customers to his suppliers. He should be the 
War Program’s watch dog over the uses and conservation of elec- 
trical material. 
Offer quick access to dependable technical assistance and data. 


Be ready with latest time-and-money saving shipping information. 

Act as a Bureau of up-to-date catalog and price information for new 
and veteran Purchasing Agents. 

Locate sources of strategic supplies when War Production Contractors 
are found to be in a jam. 

Tactfully prevent new-comers in War Work from taking costly mis- 
steps. 

Save priceless productive hours by recommending ready made stand- 
ards in place of made-to-order material. 

Back up 24-hour War production with 24-hour deliveries. Give War 
Producers the home phone numbers of key men. 

Spot and discourage “material hogs” who try to get too much ma- 
terial in advance. 

Help to train new production personnel and operators in improved 
materials, and fastest methods. 


Cushion the impact of sudden heavy demands on factories by starting 
urgent shipments from stock. 


Guard against excessive mark-ups which only defeat the Wholesaler’s 
claim of being the most economically sound system of distribution. 

Steer his qualified customers into War subcontracting. 

Locate idle machinery and tools, and pass the information around to 
customers who might need them. 

Edit all orders promptly, before placing them with his suppliers, to 
prevent misinterpretations which waste precious war time. 

Forget the word “sales” as quickly as possible, and train his men to 
become real service men, installation engineers, priorities experts, 
and production expediters. Have them ask P. A.’s and Production 
Engineers what equipment, capacity or materials they need, and 
endeavor to locate it for them. 


It seems to us that in these and other ways, the Electrical Wholesaler proves 


beyond question that he is indispensable to the War Program. 











THE THOMAS & BETTS COMPANY 
IS COMMITTED 100% 
TO THE WAR VICTORY PROGRAM 


With us. every other business objective 
has become secondary 


In normal times we have found that the Wholesaler 
provides the only satisfactory method of distribu- 
tion. Today, we believe that without Wholesaler 
Distribution, War Producers as well as the War 
Production Board would find it almost impossible 
to operate at full efficiency. 


For that reason alone, of course, we continue our 
policy of distributing all T & B products entirely 
through the Wholesaler, and through the T & B 


Plan we continue to publicly state our stand. 


Moreover, we will do everything we can to assist 
our Wholesalers. for their sakes as well as ours, to 


convert to a 100% War status as fast as possible. 


THE THOMAS & BETTS 


INCORPORATED 
MANUFACTURERS OF ELECTRICAL FITTINGS SINCE 1899 
ELIZABETH, NEW JERSEY 


CO. 
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NEWA Program Keynotes 
Industry At War 


The manifold problems now confront- 
ing the electrical wholesaling industry 
make up, almost completely, the an- 
nounced order of business for the 34th 
\nnual Convention of the National 
Electrical Wholesalers Association 
scheduled for May 17-20 at Hot 
Springs. First indication of the spirit 
that would prevail came with the an- 
nouncement that the Executive Com 
mittee of NEWA had voted to limit re- 
ports and discussions to “priority 
problems and similar subjects directly 
connected with the war program.” 

At this the first convention to be 
held by NEWA since the United States 
entered the “Survival” War, the two 
speakers scheduled for the important 
opening indicate the com- 
plete tie-in between this convention 
and the individual problems of each of 
the nearly 500 wholesalers and manu- 
facturers who may be expected to at 
tend. 

Opening the Monday session will be 
N. J. MacDonald, vice president in 
charge of Sales, Priorities and Pro- 
curement, Thomas and Betts, Inc., fol 
lowed by C. McKew Parr, Senior Elec 
trical Consultant, Distributors Branch, 
War Production Board. After the 
speakers there will be an open discus- 
sion on the Production Requirements 
Plan and Limitations Order L-63. 

This, the first war-time meeting will 
undoubtedly prove more important than 
any during the last two decades, be- 
cause today electrical wholesalers are 
eager to meet completely their obliga- 
tion not only to themselves and their 
business, but the even greater one to 
their country and the life struggle in 
which it is engaged. The interchange 
f ideas, the up-to-date information on 
Government orders and general analy- 
sis of the future which it will be pos- 
sible to obtain from the general ses- 
ions and from the associations with 
nanufacturers and other wholesalers, 
ire expected to aid every one attending 
to return to his business better able to 
arry-on services essential to the all- 
ut war production program. 

In the interest of full cooperation 
vith the war effort and to conserve 
ime for wholesalers and manufac- 
turers, the executive committee of 
NEWA recently voted to reduce the 

mvention sessions to four days, start- 


session 
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ing as usual of Sunday but closing it 
on Wednesday noon and eliminating 
the Thursday session. It also decided to 
request the commodity committees to 
hold joint meetings with interested 
manufacturers instead of holding sep 
arate meetings followed by conferences 


NEWS 


with manufacturers. It was decided 
to invite manufacturers to all con- 
vention sessions, so as to promote the 
widest possible interchange of ideas 
and stimulate the utmost cooperation in 
operating under existing or proposed 


WPB and OPA rulings. 











CONVENTION PROGRAM 


National Electrical Wholesalers Association 
THE HOMESTEAD ¢ HOT SPRINGS ¢ MAY 17-20, 1942 
SUNDAY 


Meetings of the Executive Committee 


MONDAY, morning 


Opening Session for Members and Guests 


Address 
Repe rt—W. I. 
Address 


John M. Newton, chairman of executive committee 
sickford, chairman of program committee 
Dana T. Ackerly, association counsel 


MONDAY, afternoon 


General Session for Members and Guests 


Address 


N. J. MacDonald, vice president in charge of Sales, Priorities and 


Procurement, Thomas and Betts, Inc. 


Address 


C. McKew Parr, senior electrical consultant, Distributors Branch, 
War Production 


Joard 


Open discussion on Production Requirements Plan 
and Limitations Order, L.-63 


TUESDAY 
Commodity Committee Meetings with Manufacturers 


WEDNESDAY 
Meeting of the Atlantic Division, Meeting of the Central Division 
Adjournment at noon 





TS 


SPRINGTIME AS WELL AS WARTIME for the electrical wholesalers 
who will convene at The Homestead at Hot Springs, Va., from May 17 to 20. 








AFTER THE 


wus VITAL CIRCUITS s: 0.K.2 


Like armoring ... the rigid steel body of Central Conduit 
surrounds your vital electric lines with protection ...a 
strong defense against shock and vibration, shear, twist- 
ing and the attacks of moisture and fumes. All circuits 
are vital today ... be sure they are constructed strongly! 


ooeluENIHAL = 


wii CENTRAL BLACK 


robb bbb 


“THERE'S TESTED { HU 
STRENGTH | 
IN EVERY LENGTH” 
AY 


For Sale By 


SPANG CHALFANT, INC. District Offices and Sales 


GENERAL OFFICES: GRANT BUILDING Representatives in Principal Cities 
PITTSBURGH, PENNSYLVANIA 
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FIBREBOARD FLUORESCENT 
UNIT is seen in use at the Chicago 
Lighting Institute, designed as a port- 
able display unit for industrial con- 
At left is Edwin Tillson, head 
of lighting laboratories of Common- 
wealth Edison, Chicago, speaking on 
industrial lighting. 


cerns. 





° ° ° 
Fire Association Adopts 

ye ’ ene . 
Wire Code Modification 

Two wartime amend- 
ments to the National Electrical Code 
have been adopted in accordance with 
letter ballots by the electrical com 
mittee of the National Fire Protection 
\ssociation, according to the commit 
tee chairman, Alvah Small The 
modifications were noted as “‘for the 
duration.” 

One adopted proposal approves the 
use in defense emergency buildings on 
circuits not over 208 volts to ground 
ft “non-metallic sheathed cable, having 
one circuit conductor without individ- 
ual insulation but assembled with an 
insulated conductor or conductors be 
neath an over-all fibrous 
Uninsulated conductor is to be used 
mly as grounded circuit conductor. 
This amendment, Section 3372 ot 
\rticle 336, also specifies that junction 
\oxes, outlet boxes, covers and switch 
ind receptacle plates on branch cir- 
uits shall be of nonconductive ma- 
terial approved for the purpose. 

The second adopted recommendation 
ermits the use of slow-burning, 
veatherproof conductors (type SBW) 

nd weatherproof conductors (type 
WP) as the grounded neutral in a.c. 
terior wiring systems not over 208 
Its to the ground. 


emergency 


COV ering.” 


Moore Products Moves 


Moore Products Co. has moved into 
own building at H and Lycoming 
treets, Philadelphia, Pa., where it has 
‘tained larger manufacturing facili- 


Ss 
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Good Factory Lighting Urged 
In WPB Production Drive 





It is essential to top efficiency, plan book states. 
Committees in all war plants organized to intensify 


L hey need for good lighting as one 
of the essentials in increasing war 
plant efficiency is emphasized 
| Production Board in its 


being 
by the War 
ifficial plan book “Production Drive”’. 

Prepared by the W PB in cooperation 
with the Navy, Army and Maritime 
Commission, this new guidebook for 
the Labor-Management joint commit 
tees outlines the procedure necessary 
to reach maximum production of war 
goods during the period called “the 
critical months of the war” by Presi- 
dent Roosevelt. 

In stating that “boosting production 
isn’t just a matter of enthusiasm... a 
big part is using tools and machines 
as efficiently as possible” the official 
plan book advises the plant Production 
Drive Committee to give close atten- 
tion to lighting, two closely 
allied problems, “‘cutting wastage” and 
“preventing accidents”, and six other 


x »¢ rd 


items. 

The Production Drive was launched 
officially by the President in a message 
in which he directed Donald M. Nel- 
son, chairman of the WPB, “to take 
every possible step to raise production 
and to bring home to labor and man- 
agement alike the supreme importance 


effort for more war goods from every man and machine. 


1 


of war production this crucial spring.” 
In each plant, a Government official 


instructed to call together 
representatives ot labor 
management in that plant to establish 
a joint committee to direct the Pro 
duction Drive there. The committee's 
function will be made permanent fot 
the duration. 

In each war production plant, the 
committee will adapt the plan to th 
local problems, keeping, however, to 
the basic principles as outlined by the 
Production Drive Headquarters of the 
WPB. As soon as the committee has 
been set up and become acquainted 
with its responsibilities, it will under 
take its duties. 

At the direction of the committee 
plant will have production 
scoreboard to be used as a dramatic 
method of keeping all employees in- 
formed about production 
Other bulletin boards will handle the 
posting of contests, letters from the 


has been 
proper 


each 


progress. 


W PB, recognition to anyone who has 
made outstanding effort in speeding 
production. Through other means— 


a company bulletin, a public address 
system, notices in pay envelopes—the 
bound to all em- 


committee is keep 








GOING AWAY PARTY for Manny Schedroff, inside man for Steiner 
Electric Company, Chicago, brought the whole staff together for this photo 


by outside salesman Harry Laning. 


row. 


Schedroff is second from right, front 














YOU CAN 
HELP MAKE 


LAST LONGER 


WIRES AND CABLES 






n hot manholes, install 


g fans and per- 
covers to 


| 
ventilatin 
forate manhole 

drive hot a'r out. 


Keep riser cables 
on the North or 
most shaded side 
of the Poles — 
away from the 
heat of the sun. 


Recommend These Ideas Whenever Possible 


Electrical wires and cables operate 
more efficiently by reducing the tem- 
perature of the surrounding air 
(ambient temperature). A lower tem- 
perature makes insulation last longer 
with, the same conductor loads . . . or 
more current can be carried on the same 


cable without shortening its life. 


By making the most of wires and 


+ HAZARD 


cables—copper, rubber, lead and other 
essential war materials are saved. Call 
on Hazard Engineers for assistance in 
determining the most efficient way to 
install, operate and maintain electrical 


circuits. 


HAZARD INSULATED WIRE WORKS 
DIVISION OF THE OKONITE COMPANY 
Works: Wilkes-Barre, Pennsylvania 
Offices in Principal Cities 


INSULATED WIRES 
AND CABLES 
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ployees informed about the Production 
Drive and its success in that particular 
plant. Progress pictures will be made 
available by the WPB to show the 
finished products for which the plant 
may be making only a few parts. 

Other functi6ns include the placing 
of suggestion boxes at convenient loca- 
tions to facilitate the collection of ideas 
from employees, and arrangements to 
review these suggestions once a week. 
Slogan contests, stickers for machines, 
the placement of posters in the plant, 
studies of plant efficiency—these all 
will be handled intensively by the com- 
mittees. At specified periods each com- 
mittee is required to report on its 
progress to the WPB. 


New Industrial Code 
Edition Issued by IES 


The new edition of the industrial 
lighting code “American Recom- 
mended Practice of Industrial Light- 
ing,” prepared under the sponsorship 
~ the Illuminating Engineering So- 
ciety and approved by the American 
Standard Association, places its em- 
phasis on good plant lighting. 

Copies of this code, which is the 
latest revision of “Code of Lighting: 
Factories, Mills and Other Work 
Places” is available at 25 cents a copy 
from the I.E.S., 51 Madison Ave., 
New York, N. Y. 








SPEEDING WAR 
TION is a role of which N. H. Rosen, 
S.M. of Jos. Kurzon, Inc., is mighty 
proud. That New York wholesaling 
house was able to fulfill a telephone 
order from the Army by delivering 
2500 feet of heavy cable overnight to 
a large project 500 miles away in 
time to prevent delay in the construc- 
tion. Routine, he says. 


CONSTRUC- 
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Wholesaler to Head 
All Westinghouse Sales 


B. W. Clark, president of the West- 
inghouse Electric Supply Company 
and vice president in charge of the 
Westinghouse Electric & Manufactur- 
ing Company’s Merchandising Divi 
sion, has been appointed vice president 
in charge of all sales for the com 
pany. In addition to supervising the 


sales of apparatus, Mr. Clark will be 


responsible for coordinating all sales 
of the Westinghouse Company and its 
subsidiaries. 

George Bucher, president of West- 
inghouse, announced the appointment 
of Mr. Clark to replace Paul Kelly, 
who has resigned to become executive 
vice president of the Baldwin Locomo- 
tive Works. 

Mr. Clark was born in Gagetown, 
New Brunswick. His early years 
were spent in Adrian, Michigan, be 
fore he entered the University of 
Michigan. 

He has been engaged in electrical 
wholesaling and merchandising since 
he joined the Robertson-Cataract 
Company in Buffalo, N. Y., in 1906. 
In 1925 he became a special repre 





B. W. Clark 


sentative of the Westinghouse Electric 
Supply Company, and four years later 
was made general manager. In 1932 
he was made vice president and di- 
rector, and five vears later | 
president of the Supply Company. He 
was elected vice president ot the West- 
inghouse Electric & Manufacturing 
Company in January, 1941, heading 
its merchandising activities. 


recame 











SMOOTH WORKING ORGANIZATION of the Barrett Electrical Supply 


Company, St. Louis, is this group here: l. to r., seated, V. 


B. Bobrunz, 


credit manager; L. E. Barrett, vice president; V. Schoemehl, clerk; in back, 


E. W. Utterback, purchasing agent; W. 


S. Barrett, president; R. Pinnell, 


city sales manager; L. Hill, sales; far rear, left, is W. M. Barrett, office. 











YOU KNOW BETTER LIGHTING CAN 
P / 





*Science says, performance records prove, 
be can work better, faster, and more 
accurately with bigher quality working 
daylight, properly distributed. 


50 FOOT CANDLER 
100 FOOT CANDLER 
MILLER TROFFERS 


Continuous Wireway Fluorescent 
Lighting Systems 























HELP YOUR INDUSTRIAL CUSTOMERS TODAY... * 





«x * Dut do you know 


how fai and economically 


they can get it » » * with a 
MILLER Continuous Wireway 
Fluorescent Lighting System? 


@ There is no fluorescent lighting equipment exactly 
like the MILLER Continuous System. Built right into 
it is a continuous wire channel containing all operat- 
ing auxiliaries and conduit. This means man-hours 
saved, more jobs handled in less time . . . priority 
copper and other critical material saved . . . dollars 
saved, too. It means this new and better lighting 
system goes in, not fixture by fixture, but complete 
row after row, all ready to go to work as a war 
production tool. 


Any qualified lighting authority will tell you that 
illumination of 50 foot candles or better in any of 
your customers’ plants from MILLER 50 FOOT CANDLER 
or 100 FOOT CANDLER (MILLER TROFFERS in offices and 
drafting rooms) will deliver more work and better 
work from more satisfied, eye-fit employees. Write 
for details and you'll discover you never knew there 
was such a lighting system as this! (Representatives 
in principal cities. ) 


“Fingertip Facts" about the 
MILLER Fluorescent Lighting System 


HIGHER ILLUMINATION .. . 50 to 100 foot candles or more— 
men work better, faster. @ 30 TO 50% LOWER INSTALLATION 
COSTS. . . Make war production dollars go further. @ FASTER 
INSTALLATION . . . Steps up building schedules—plants get into 
production quicker. @ SIMPLIFIED MAINTENANCE . . . Easy- 
to clean, removable reflectors—save man-hours for production. @ 
UNIFORM LIGHT DISTRIBUTION — Production setup can be 
changed without need for touching lighting. 
ee 








| 


THE MILLER COMPANY 
MERIDEN, CONN. 
Pioneers in Good Lighting Since 1844 
@ MILLER offers a complete line of 
filament and fluorescent lighting equipment 


pos | 
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IRCE These monthly reports covering the business 
ivities of electrical wholesalers throughout the United 
ites are collected and compiled by The Bureau of the 
isus of the U. S. Department of Commerce. 
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Business Index 
For the Month of March 1942 


SALES During March, the total sales of electrical 
wholesalers throughout the United States declined 5 
percent, when compared with the previous month, and 
were up only 8 percent against March, 1941. While 
these scores apparently reflect a general downward 
trend, actually no alarm is warranted. 

March, 1941 was one of the peak months of last year’s 
Winter and Spring seasons, with sales on the basis of 
year to year comparisons breaking all previous records 
at 64.3 percent above March, 1940. Naturally, when 
put against that high figure, this month’s 8 percent gain 
in our index shows that business is continuing to hold 
at a very respectable level in spite of several factors that 
would tend to lower it. 

An analysis of the small drop in sales as compared 
with the previous month, brings in several considera- 
tions. The defense production program, which sent 1941 
sales soaring, became an accelerated war production 
program right after the Pearl Harbor incident. As 
industry then went all-out it created an abnormal drain 
on supplies. This showed on our index as the February 
figure went to 28 percent over the already high point 
of the same month of the previous year, and the leveling 
off evident in our index for March actually parallels all 
national indices for March 


INVENTORIES with sales down only a few points, 


inventories also were only slightly down from 100, 
having now held around that mark for the third consecu- 
tive month. Influencing this slight decline, is the lack 
of replacements for appliance lines as well as the slower 
deliveries on some staple items that are held up by the 
shortage of copper. However, considering all the diffi- 
culties involved, the fact that inventories are showing 
no serious declines despite the high level of sales indi- 
cates a very healthy flow of goods into the warehouses. 


COLLECTIONS Collection percentages, as reported by 


297 wholesalers, was 76 percent. This is 3 percent 
higher than for the previous month and 2 percent lower 
than for the same month last year. Reflecting somewhat 
the spurt in sales during February, accounts receivable 
were up 6 percent over the previous month and 27 per- 
cent ahead of March, 1941. 


eoublic 
“INCH-MARKED'| 


THE ELECTRICAL RACEWAY WITH 
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TINUOUS 


ncver stops trying 
lo help you 


CALL YOUR ELECTRUNITE DISTRIBUTOR FIRST 


Give your “Inch-Marked”” ELECTRUNITE STEEL- 
TUBES Distributor a chance to help you solve your 
electrical supplies problem. He’s anxious to serve 
you—and can, in many ways. He may not be able to 
give you all the raceway, fittings, wire, fixtures and 
other materials that you would like, but he’ll never 
stop trying. 


When you put your problem up to your ELECTRU- 
NITE Distributor, he tackles it as if it were his own. 
For today, your worries are his problems, and his 
business depends on his solving them. So he has 
rolled up his sleeves and buckled down to the job 
of using all his facilities overtime to give you emer- 
gency service vow when you need it most. 


He probably is able to furnish you from stock with 
the materials needed for small jobs. Or enough to 
begin work immediately on the electrical installa- 


that make this conduit the 





FOOT-RULE 
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ASK YOUR DISTRIBUTOR TO SHOW YOU “Inch-Marked” 





tion for an armament plant or other essential proj- 
ect. If he can’t, he’ll go the limit to get them for you. 
He may be able to help you “lay out” the job and 
arrange schedules to keep it moving on time. He 
just never lets up in his effort to help you. 


And you can help him, too—by a/ways giving com- 
plete data on your preference rating extension with 
every order. In this way you enable your distributor 
to replace material furnished you from stock—you 
make it possible for the manufacturer to secure raw 
material to make the additional products you will 
need for Construction for Victory. 


STEEL AND TUBES DIVISION 
REPUBLIC STEEL CORPORATION 
CLEVELAND ° OHIO 

Berger Manufacturing Division ¢« Niles Steel Products Division 

Union Drawn Steel Division * Culvert Division « Truscon Steel Company 


ELECTRUNITE STEELTUBES 


He'll gladly show you this streamlined rigid steel raceway—the ‘‘inch-marking” 
that provides a continuous foot-rule on every length—the knurled inside surface 
that reduces wire pulling effort—the two simple fittings that end thread cutting— 
the ELECTRUNITE Bender that makes bends more accurately and easily than 
ever before—the helpful bending instruction tag—and the many other features 
“eastest-to-use rigid steel raceway in the world.” 
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REGIONAL ANALYSIS 


STUDY of regional sales seems to indicate no spe 
cial trends in the distribution of sales during March, 


A 


even though the table on the right shows a wide range 
of performance. 


Only 3 of the geographical districts scored gains in 
sales over the previous month. These 3 regions were 
among the 4 to have the lowest sales figures in the 
February index, and, as they have little in common in 
dustrially or commercially, it is probable that this 
month’s increases have no real significance. 

Paradoxically, the regions showing the severest sales 
declines for March are the ones that scored the largest 
sales gains in February. Here again, the highs and lows 
of performance cannot be traced to any common cause. 

Although the nationwide inventory figures for March 
and the previous month showed declines, an analysis 
of regional stocks denotes considerable difference in the 
actual condition of 
months. 


these two 
In any case, the general inventory situation 
appears to be much better than the decline of 2 percent 
would at first indicate, as only three regions showed 
inventory losses. 

In February, with stock levels down 3 percent for 
the nation, only one region (Ky., Tenn., Miss., Ala.) 
was above the 100 mark. But in March, with the aver- 
age down 2 percent, we find that five regions showed 
small gains, one was exactly on the 100 point. That 
the nationwide inventory figure showed a decline was 
caused primarily by the unusual low in the West South 
Central states. 


inventories in each of 


March sales in that region were well above the pre- 
vious month; while on inventories in the previous 2 
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MARCH, 1942 


Figures in this table apply to the geographic divisions 


as outlined and numbered in red ink on map above 
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MARCH, 1942 
Compared in “% with 


INVENTORIES 
MARCH, 1942 


Compared in “% with 
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Division 
(See Red 


figure on 
Map) 


March 
1941 


March 
1941 


February 
1942 
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117 
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128 
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115 
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99 
110 
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87 
87 
98 


80 
89 


a) 


For 


U.S. A. 








95 108 98 120 








months those states were well ahead of the national 
average for inventories. 

Compared with the same month last year, all but one 
region showed a healthier inventory figure. Region 6 
(Ky., Tenn., Miss., Ala.) was down 1 percent, trailing 
the rest of the country for the second consecutive month. 
Highest gains over last year are noted in Regions 1, 2, 
and 9, the industrial and aircraft manufacturing areas 
that, being the first to swing into defense work, suffered 
the greatest depletion of inventories last year. Normal 
deliveries this year give us a high comparative figure 
for those states. 
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What's Ahead for the 
War-lime Wholesaler 


By 0. Fred. Rost 


An appraisal of the wholesaler’s place in a war economy with interpreta- 


tions of recent official actions by the government and their effect on whole- 


salers and the manufacturers who normally sell through wholesale channels 





HREE rather recent official acts 

have served to put the wholesaler 

substantially on the same basis 
of official recognition as are produc- 
ing industries, transportation, power, 
etc. 

FIRST: The so-called DISTRI- 
BUTOR’S BRANCH, which was 
started informally three months ago 
received its official 


“wings”, when 


] 


the Bureau ot Priorities, division 
Industry Operations, announced 
he new line-up of its executive staff. 
Included was Linford C. White as 
Chief of the Distributors Branch. 
SECOND: The new form, PD- 
1X was provided for the express 
purpose of making it possible for 
olesalers to apply for “preference 
ings for essential supplies with- 
receiving or extending a rating 


ly n 


st of the material contained in this 
cle became available too late for 
publication in the April, 1942 issue of 
Wholesaler’s Salesman. However, it was 
idered of such immediate interest 
importance that it was sent out to 
ested wholesalers and manufacturers 
form of a special report. 


on every individual order which they 
fill.” 

The use of PD-1X is available 
ONLY TO WHOLESALERS of electrical 
supplies and fifteen other lines of 
products generally sold that way. 
All those wholesalers will clear their 
priorities business through the now 
properly established Distributors 
Branch. The PD-1X form Must 
Not be used by retailers, contrac- 
tors and consumers. 

This form is expected to facilitate 
and speed up the flow of products 
througlr wholesalers to essential end 
use. The handling of PD-1X at 
Washington will be geared closely 
into the operation of the Production 
Requirements Plan which is today 
considered the simplest, fairest and 
speediest priorities pr cedure. 

THIRD: Through official WPB 
release 615, J. S. Knowlson, Director 
of Industry Operations announced 
that “Between April 1 and June 30 
(1942) most of the blanket priorities 
rating orders will be revoked or 
allowed to expire, and companies 
which have been operating under 
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blanket ratings will be required to 
apply for priority assistance under 
the Production Requirements Plan. 

This order suddenly makes the 
wholesaler a much more important 
figure in the priorities picture, be- 
cause a manufacturer can gain the 
full benefits of operating under PRP 
only if he will get the full reflection 
of the demands for his preducts as 
represented on PD-1X forms filed 
by wholesalers. 


To Serve Electrical Wholesalers 

The WPB Distributors Branch 
has C. McKew Parr as Senior Elec- 
trical Consultant. He is gathering 
a staff of experienced electrical sup- 
ply men who will handle PD-1X 
applications and the objective is to 
clear them, if possible, within 24 
hours after receipt. 


Do They Mean Business 

You can almost bet that this whole 
new set-up for wholesalers is there 
to stay for the duration, with such 
modifications as experience may dic- 
tate. For electrical division they are 
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now hiring 5 or more electrical 
supply men with wholesalers experi- 
ence. They will pay them $3,200 
or more. The Civil Service Commis- 
sion has sent a call out for a flock 
of other wholesalers salesmen who 
have sold the whole catalog of got ds 
in the other lines, hardware, plumb- 
ing, automotive, etc. that come in 
the Distributors Branch. In other 
They propose to have the 
wholesalers needs considered by 
men who know the business and 
can talk the language. 


words: 


The Plan Works 

Of course, form PD-1X has only 
recently been distributed, but the 
procedure involved in handling it 
through the WPB-PRP set-up has 
been tried out sufficiently to prove 
that it will work. 

The supplementary form L-63 
was issued to replace M-67, and it 
should be remembered that L-63 
will be used solely in connection 
with the limiting wholesaler’s in- 
ventories. It has nothing to do with 
priorities. 

This through the 
World War I as an electrical whole- 
saler and can state from personal 


writer went 


experience that the set-up for the 
wholesaler as it is now being com- 


pleted is so far superior to what we 
had in 1917-18 that there is just no 
comparison. 

Most important single factor mak- 
ing for success is that, where then 
we had to deal mostly with army 
officers and other officials not ex- 
perienced in this field, Now wt 
HAVE MEN WHO KNOW OUR BUSI- 
NESS AND UNDERSTAND OUR NEEDS, 
all set up to function in a SEPA- 
RATE DISTRIBUTOR’S BRANCH. 


Wholesalers To Handle 
Increasing Volume 
of Priorities Orders 


To understand why, in future, 
the wholesaler will be a much more 
important orders that 


carry priorities ratings, we must re- 


source of 


view briefly the main reasons and 

circumstances why, in the past, 

priorities have not counted heavily 

with most of the wholesalers. 
Those reasons are: 


1) Up to recently most of the 


40 


wholesalers were able to get most of 
the stocks they needed, sooner or 
later, without priorities. 

2) The Washington 
was such that there was really no 


set-up in 


place where the wholesaler could get 
attention with reasonable considera- 
tion for his problem and within a 
reasonable period of time. 

3) The electrical requirements on 
large construction jobs generally 
were supplied by a comparatively 
small number of large wholesalers 
who had, or could afford to set up 
the necessary staff at home, and/or 
at Washington, to handle the com- 
plicated requirements of the old 
OPM priorities board. 

4) Many wholesalers, as well as 
many manufacturers, rather felt that 
the scarcity of materials would be 
of short duration, and so made little 
or no effort to get their buying and 
selling operations as far on a priori- 
ties rating basis as the character of 
their trade would permit. 


Where We Stand Today 


Since Pearl Harbor, the probable 
‘ength of the war is really anybody's 
guess. 

Huge new construction jobs since 
For the 
better part of 1942, new war con- 
struction projects will run ahead of 
the record 1941. 

Additional NEW PLANTS will be 
planned or authorized to prolong 
the current 


then have been authorized. 


“construction boom.” 

Thereafter the huge demands for 
war materials that have been added 
and are still being multiplied at 
frequent intervals, add fewer NEW 
factories, but those multiplied needs 
will have to be met through Sub- 
Contracting and by Conversion of 
existing manufacturing facilities to 
war work. 


Sub-Contracting 


Prime contractors no longer will 
be allowed a choice. They will be 
forced to sub-contract parts and bits 
and pieces, when having them made 
elsewhere will speed up delivery of 
finished units. 

To speed up the sub-contracting 
drive, the 120-odd 
offices will be supplemented by 13 


existing field 


or more regional offices, each han- 
dling the branch offices in its district. 
There is every intention to line up 
every available piece of production 


machinery for work on something 
we need to win the war. 


Conversion 

Closely geared to sub-contracting 
is the drive for conversion that is 
rapidly gaining headway. 

Conversion will be applied to in 
dustries and factories that have been 
making products which either will 
no longer be made—such as auto 
mobiles, refrigerators, toys — or 
where the reduction of output 
through limitation of raw materials 
would leave much productive ma- 
chinery standing idle. 

It is another drastic method by 
which more of the producing capac- 
ity can be pressed into war service. 


Financial Aid 
For More Production 


Within the War Production 
Board, the Division of Industry 
Operations has created the BUREAI 
OF FINANCE for the express purpose 
of assisting prime and subcontrac 
tors in solving their financial prob 
lems. 


President Orders Aid For Small Factories 

On March 26, 1942, President 
Roosevelt issued Executive Order 
2226, designed to get small factories 
into all-out war production. He 
authorized Army and Navy to make 
or guarantee loans for war work, 
NoT under peace-time credit rules, 
but to get production. He insisted 
that credit restriction must not hold 
up production. 

Since then the Senate, by a vote 
of 81 to O, passed a measure that 
supplements the President’s order. 

Under that law, a Smallar War 
Plants Corporation will be created, 
to function directly within the War 
Production Board, under a specia! 
Deputy for Small 
new corporation would start with a 
capital of $100,000,000, would make 
loans wherever available equipment 
and honest ability can be switched 


Business. The 


into war production, with credit 


rating of secondary consideration 


Decentralized Contract Service 

To speed up war production via 
the sub-contracting and conversion 
route and to get medium and small- 


sized factories rolling quickly on 
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needed parts, contract procedure is 
continuously being simplified. 

The 120-odd field or branch offices 
and the newly established 13 re- 
gional offices will be given much 
added authority to speed procedure, 
will have experienced production 
men on the staff, will keep up a 
running record of specifications and 
samples of parts that are needed, so 
that a large percentage of manufac- 
turers who are interested in sub- 
contracting or conversion will not 
need to go to Washington at all. 

Furthermore, instead of having all 
contracts acted on only in Washing- 
ton, those involving $100,000 or less 
are to be handled at field offices; 
district offices are to have authority 
to handle contracts up to $1,000,000 
and under certain conditions not 
even contracts running up to $5,- 
000,000 will need to be delayed by 
being first sent to Washington. 


Grim Determination Behind Drive 


If you had the opportunity to sit 
around the table and hear how those 
men talk, whom the President has 
entrusted with the task of winning 
this war, you would be deeply im- 
pressed with two facts, namely: 

1) Up and down the line of official 
Washington, it is recognized that 
we have a tough job on our hands, 
that every day, yes every hour of 
the day, counts, that we can’t hope 
to win this war unless every ounce 
of our productive capacity is mobi- 
lized for war. 

2) There is the grimmest kind 
of uncompromising determination to 
allow nothing, absolutely nothing 
and nobody to interfere with the job 
of winning this war. 

That spirit of uncompromising, 
grim determination permeates the 
very atmosphere when Donald Nel- 
son, James S. Knowlson, the admir- 
als, the generals, the staff officers 
irankly discuss the serious problems 
that have to be solved. 

They make you feel the gravity 
oi the situation, they do not mince 

ords in telling you what might 
happen if industry should fail to 
recognize the urgency of our need 

'—through their conversation 

so runs the spirit of confidence 

it this super-production drive can, 

d will, be successful, and that 
through it our armed forces will be 

le to win. 


What All This Means to 
Electrical Wholesalers 


It means just this: 


The demands upon wholesalers 
of electrical goods will soar to new 
records, despite the fact that whole- 
salers’ sales, even in 1941—hefore 
Pearl Harbor—piled up an increase 
of 60 percent over the previous year. 
That production drive for  sub- 
contracting and conversion of in- 
dustry to war work must inevitably 
open up a tremendous new market 
for electrical materials of every type 
and description—WITH THE DEMAND 
COMING FROM CONCERNS THAT ARE 
WORKING ON PRIORITY ORDERS. 

It has been estimated conserva- 
tively, that of our 184,000 industrial 
plants we shall eventually see 125,- 
000 partially or wholly in war pro- 
duction. 

Whether operating under prime 
or sub-contract, the change-over to 
the making of war products will 
create endless new demands for elec- 
trical materials. 

There will be changes in the pro- 
duction set-up, changes in machine 
tools, changes in motors, changes in 
the power lines, changes in depart- 
mental set-ups, changes in lighting 
installations, changes in control ap- 
paratus. 

There will be thousands of new 
extensions of existing lines, con- 
version of unused or storage space 
to carrying productive machinery, 
additions to buildings, modernizing 
of obsolete plants. 

There will be call from thousands 
of plants for different types of pro- 
tective lighting and protective de- 
vices—to prevent 
attempts at sabotage. 


intrusion or 


In the coastal states, where thou- 
sands of our industrial plants are 
located, suitable air raid precautions 
include more complete controls of 
light and power circuits during 
blackouts. 


No Blueprints 


The bulk of all those new require- 
ments for electrical goods will be 
on a “SPOT DEMAND” basis. Few of 
the new lines or extensions or 
changes will be the subject of con- 
ventional blue prints and _ specifica- 
tions of formal bids from contrac- 
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tors. Instead—with speed the first 
consideration—there is going to be 
but a tiny gap between decision to 
do a certain job and getting con- 
tractors and electricians to work 
doing it—AND THE NECESSARY ELEC- 
TRICAL MATERIALS WILL BE REQ- 
UISITIONED FROM THE NEAREST 
WHOLESALER—with the PRIORITIES 
RATING of the purchaser's contract 
on the face of the order. 


24 Hours Per Day—7 Days Per Week 
Multiplies Wear and Tear 4 Times 

A schedule of running continu- 
ously will be imposed on every plant 
where the man power is available. 
In contrast with the normal 40-hour 
week, when machines, lighting and 
power equipment are put on a 168- 
hour per week schedule—and _per- 
haps speeded up far above normal— 
the wear and tear becomes at least 
4 times normal. Into a single year 
of full time, round-the-clock oper- 
ations will be crowded the break- 
downs, needs for repairs, replace- 
ments, maintenance, of a normal 4 
years. 

AND AGAIN — THE NECESSARY 
ELECTRICAL MATERIALS WILL BE 
REQUISITIONED FROM THE NEAREST 
WHOLESALER—with the PRIORITIES 
RATING of the purchaser’s contract 
on the face of the order. 


Conclusions 


1) Time is precious. Production 
must be speeded up to a pace never 
before dreamed of, never before 
achieved. 

2) .Every agency that can contri- 
bute directly or indirectly to giving 
and maintaining the utmost speed 
in our whole productive machine 
must be and will be utilized to the 
fullest degree. 

3) The wholesaler is recognized 
as one of those agencies, that must 
be geared into our war effort—and 
that is why a separate Distributors 
sranch was created within the War 
Production Board. 

4) That is why this whole pro- 
gram must inevitably create a 
steadily increasing volume of busi- 
ness flowing through the whole- 
saler to the manufacturer,—WITH 
THE ORDERS ORIGINATING 
FROM END-USERS WHO ARE 
TURNING OUT PRODUCTS 
WITH PRIORITIES RATINGS. 
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War And The Wholesaler 





AM very glad of this opportunity 
to write about the War and its 
effect on the electrical whole- 

If what 

follows doesn’t all make cheerful 

reading, don’t hold it against me. | 
didn’t start this war. I didn’t write 


saler, and his salesmen. 


the priorities rulings. I didn’t even 
think of them. I haven’t anything 
very pleasant to say about them. | 
am just going to state frankly what 
I think of the entire situation. 

My experience in Washington 
during the last several months has 
not only strengthened my firm and 
deep-rooted conviction that whole- 
salers are vital to the war effort, but 
it has also convinced me that they 
are going to survive. I am not sure 
in what form they will survive. That 
will depend largely on the way each 
wholesaler individually decides to tie 
into this war, and the willingness of 
each to do his share. 

For that reason I want to discuss 
the problem of surviving the impact 
of the war restrictions and operating 
orders under which wholesalers must 
operate. 

Most of us believe that if the Uni- 
ted States is to win this war, it will 
be the American industry that will 
do it. 
industrial production. We have been 
told by the President that we need 


The job primarily is one of 


million tons of 
shipping per year, more than sixty 


more than eight 


thousand airplanes per year, in fact 


more tanks, more ships, more planes 
than any nation or combination of 
nations has ever built before. The 
latest reports indicate that we are 
going to make them on time. 


C onversion—All Important 


Conversion is one of the significant 
war moves that might directly affect 
electrical distributors. Already the 
electrical manufacturing industry is 
receiving orders to convert to war 
work wherever set-ups are adapt- 
And wherever metal-working 
experience is involved conversion 


able. 


must be made immediately. The 
government tendency in this respect 
is to be ruthless, to take no excuses. 

I think the classic example of 
rapid fire conversion to date is the 
automobile industry's dramatic con- 
version, which temporarily at least 
had come with all its painful and 
cruel results within that industry. 
The top men were called down to 
Washington on Jan. 5 and were told, 
“You are out of the automobile 
Then they were handed 
a shopping list as made up by the 
\rmy and Navy, for machine guns, 
airplane parts, motors and tanks 
They 
they could best manufacture and get 


business.” 


were told to pick out what 
going. By nightfall that entire in- 
dustry, to all intents and purposes, 
was out of the automobile business 
and patriotically began to move into 
War production. 





%& Mr. MacDonald has acted for many months as special Electrical 
Advisor to the Production Requirements Branch of W.P.B. His regu- 
lar job is that of Vice-President in Charge of Sales of the Thomas & 
Betts Co., Inc. Mr. MacDonald agreed to express his views for the 
benefit of readers of WHOLESALER'S SALESMAN but he insists 
that he is merely acting as a commentator, speaking for no one but 


himself. 


The Editor 





That wasn’t too bad for the auto 
manufacturers. They get more busi- 
ness out of it than they ever had 
before. But—there have been many 
real casualties, among those thous- 
ands of dealers, jobbers and whole- 
salers whose chances to do business 
were cut to the bone, or just simply 
wiped out while their debts, interest 
charges, taxes, leases and landlords 
were still with them. 

Coming closer to home, the re- 
frigeration industry has been handed 
pretty much the same prescription. 
The radio industry has been notified 
that it has three or four months in 
which to convert 100 percent. And 
in succession conversion awaits all 
manufacturers of durable consumer 
goods, farm equipment, office ma- 
chinery, textile machinery, fabrica- 
tors of copper, rubber and steel prod- 
ucts, printing machinery, vacuum 
cleaners, toasters, washing machines 
and all other types of electrical ap- 
pliances and fixtures. 

Donald Nelson, chairman of the 
War Production Board, figures that 
inside of eight months we will have 
complete conversion. 


A Changing Outlook 


Because the expanding war pro 
gram is making steadily growing de 
mands we face the possibility o 
power curtailment for civilian us¢ 
First to be affected would be non 
essential lighting. This would in 
clude window lighting, interior and 
exterior lighting, white way signs 
and decorative lighting, even night 
baseball might be stopped. 

A pleasant change you can coun! 
on is the greatly increased genera! 
construction program. A prospec 
tive $114 Billion, almost that indus 
try’s capacity, is said to be in sight 
even though according to curre! 
residenti: 
might be off almost 
5 percent, public utilities off 20 pet 
cent, private construction off 4? 


forecasts non-defense 


construction 
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percent. Military and naval con- 
struction will be up over 100 percent, 
and public construction, roads, etc., 
is estimated to increase 39 percent. 
lf this 1942 forecast holds good, it 
will mean for the electrical whole- 
saler the sale of large quantities of 
construction material. 

Included in this construction pro- 
eram will be specialized types of 
defense 


building concentrated in 


areas, For instance growing expan- 
sion of war needs will call for more 
\rmy and Navy bases, flying fields, 
fortifications, 
and shipbuilding, hospitals, 


barracks, shipyards 
power 
plants, industrial plants, ware- 
houses, railroad depots, port facili- 
ties, etc. There will be a large 
increase in small, inexpensive, tem- 
workers. 


porary housing for war 


Pre-fabricated houses will probably 
come into their own during this 
period. On top of that, the demand 
built 


into the war products themselves 


for electrical materials to be 


will be enormous. 

Also, on the ros) side of the pic- 
ture is the maintenance and repair 
of plants operating 24 hours a day, 
And right here is 
nother grand opportunity for the 
electrical wholesaler to make a big 


7 days a week. 


contribution to the war program. 
The best 
ate that the electrical industry, 


statistics available in- 


broke out, was 
1 


before the war 


scheduled to produce $24 Billion a 


vear, but with the new war pro- 
gram going into high, the estimate is 
better than $5 
despite all 


sillion, and_ this 
priorities limitation 
orders, the scarcity of raw materials, 
despite severe changeovers or 
versions. 
How About Priorities 
here are almost as many ex- 
itions of the WPB’s Priorities 
Se'-up as there are people trying to 
e the term. One simple inter- 
ition is that the system is de 
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signed to put first things first, where 
they are needed first. To accomplish 
that in the most orderly manner, 
several types of official “Orders” are 
being employed. 

Through the mandatory “M” 
Orders, such as the well-known Cop- 
per Order M-95, the system exer- 
cises blankets and complete control 
over the production, distribution and 
sales of a particular product. The 
rating system, that is, the 1-A etc., 
schedules the sequence in which de- 
mands are to be supplied. Through 
the “L,” 
facturers learn how many units of 


or Limiting Orders, manu- 


a given product they are permitted 
to turn out or ship. Through Con- 
servation Orders such as the Alum- 
inum Order, the priorities system 
tells you for what purposes you can 
and cannot use the controlled com- 
modity. Through “S” orders, which 
are the stop orders, a manufacturer 
may have his doors closed for him, 
if he has been caught in violations or 
circumventions of any WPB orders 
or instructions. 

In short, the priorities system has 
become a mechanism by which the 
government runs the basic operating 
phases of your business. 

Why do we 


Simply because there is not enough 


have Priorities? 
of anything to supply both our war 
needs and civilian demand too. All- 
out war eats up more than the visible 
or available metals, 

It de- 
mands more output in less time than 
our existing machinery and produc- 
tion lines can turn out. It jams up 
railroad and trucking facilities, and 


supplies of 
chemicals and raw materials. 


piles up shipments at freight stations. 
It drains the available supply of 
War 


production 


skilled and unskilled labor. 
requires that military 


come first, and civilian activities 
must give way. 

That is why it is necessary for the 
eovernment to organize, direct, and 


nobilize, everything including raw 
















materials, 


production, 


transporta- 
tion facilities, and manpower: To 
put them where they will do the 
most good, where and when they are 
most needed. 

\s far as the wholesaler is con- 
cerned, his first interest has been in 
maintaining his inventory at such 
level that he might supply all de- 
mands made upon him even under 
present conditions. Some were able 
to do that up to recently, but in fu- 
ture that will be more difficult. Any 
action that results in increasing 1n- 
ventory above normal serves to de- 
feat the purpose of priorities, and so 
is wrong. 

Make Priorities Work 

Up to recently only very few 
wholesalers really made an earnest 
etfort to protect themselves and their 
future by selling and buying on a 
priority basis as far as_ possible. 
Some wholesalers were having a ter- 
rific time getting ratings from cus- 
tomers and got discouraged. Others 
found 
sympathetic because they knew that 


suppliers who were very 
wholesalers were up against condi- 
tions like that. So there have been 
many excuses for dodging. For in- 
stance, that one of the certain old 
customer who has been faithful to 
the house for vears. He’s got a job. 
But he hasn't any priorities rating. 
He has no standing with any other 


manufacturer or any other whole 
saler. He has given’ you all his 
business. If you don't give him the 
materials he needs he will go out ot 
business. That is a tough situation. 


We know it. We also know this is a 
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And the War Produc- 
tion Board intends to get tough with 
anyone who doesn’t try to tie in with 
its regulations. 


tough war. 


Then there are those customers 
who claim that your competitor will 
without de 
manding a rating, who say that if 
you don’t want their business with- 


give them materials 


out priorities ratings they will buy 
somewhere else. 

Finally, there are those salesmen 
who generally know all about their 
ct mnpetitors’ activities, and too little 
about their own customers’ opera- 
tions. They are generally the ones 
who tell you they can't get priorities. 
routine. 
They have always hated records and 


They have always hated 
reports. They have just had one idea 
If the de- 
tails, such as catalog numbers, terms 


in life—to get an order. 
and delivery requirements were not 
stated, that was their worry, as long 
For them 
been like 
something they 


got an order! 


as they g 


ratings have 


numbers 


priorities 
catalog 


are not going to bother with. 


Just One Way 


Kor the wholesaler who wants to 
stay in business through the war and 
have a afterward 
there is just one sure way of dealing 
Don’t take the 
order! It will require courage to do 


going business 


with such situations. 


that, but just don’t take the order. 
The customers who thus are forced 
to get on the priorities band wagon 
With sales 


men who are working on a commis 


will eventually be glad. 


sion basis, most of the troubles along 
that line will be over, if he is forced 
to get priorities ratings. 

Once the salesmen really grasp the 
importance of priorities they will 
know how to handle a customer who 
just won't extend. They will be able 
to point out to the customer the value 
of keeping the wholesaler in business 
so that it will be possible for them 
to have near at hand the stocks of 
the very materials they wish to use. 

It cannot be emphasized too 
strongly that a clear understanding 
of the fundamentals and use of pri- 
orities at the present time is of bread 
and butter importance to every 
wholesaler and salesman. 

The War 


Production Board is 


dead serious about having the pri- 
orities rulings and all of its other 
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regulations strictly adhered to. Vio- 
lators are facing stiff penalties as 
well as being branded as unpatriotic 
to the industry. In fact if a bill that 
is pending in Congress goes through, 
it will become a felony to violate 
priorities regulations. 


Your Future Depends On You 


Now it is my opinion that despite 
these tremendous changes in Ameri- 
can business life there has been no 
necessity as yet—and I say “as yet” 
advisedly—that would force a manu- 
facturer to change his policy of doing 
through the — electrical 
wholesaler. I say “as yet” again 
because if he does change it may 
well be because his distributors 
force him to do so through 
failure to protect his interests, 
failure to get him the proper 
priorities ratings, and failure to 
distribute his products properly. 
In this war effort no manufacturer 
can permit the wholesaler through 


business 


bad practices or through careless- 
ness to jeopardize his chances of 
keeping his own production lines 
going. 

Furthermore, the government 
might create a_ situation where 
wholesalers may not be able to con- 
trol destiny but it is still not too late 
to find some solutions to current 
problem that will help to protect the 
position of the wholesaler. 

The first important step that 
wholesalers have to take is, to go 
into War Work. Get into it and stay 
there. Don’t move out of it. They 
must insist that the salesmen re- 
study their territories. They will be 
surprised to discover many unex- 
pected places where they can ferret 
out War business today. Concerns 
that six months ago were making 
lingerie are today probably making 
camouflage 
manufacturers are probably making 


netting. Stationery 


ammunition. Sporting goods people 


are turning out shells. Jewelry 
manufacturers have changed over to 
Vanity case manufac- 
producing incendiary 
Furniture manufacturers are 
munition 


armaments. 
turers are 
bombs. 
making boxes. I even 
know of a tooth paste manufacturer, 
where a wholesaler’s salesman could 
eo, if he knew about it, and get 
orders with absolute TOP priorities 
rating on all electrical materials 
needed in the war product which that 
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plant is now making. 

The point is that for duration it 
will be good policy to pull salesmen 
off Main Street, and have them make 
recalls on every smokestack and loft 
in their districts. A new and radi- 
cally changed direction of a sales- 
man’s activities is vital to the very 
existence of the wholesaler. 

Here are a few practical questions 
that every salesman might be asked 
to advantage : Whom do you call on? 
Are these prospects in war work: 
What are they selling? Can we get 
the material replaced under avail- 
able priorities ratings? Are you 
using time and facilities effectively 
or are you wearing out precious rub- 
ber and burning up precious gas 
making futile calls on concerns who 
can place little if any business, while 
some real war work is being neg- 
lected? Are you learning how better 
to sell by telephone, by telegraph, or 
by letter? Answers to such questions 
may become very important before 


many months have gone by. 


Don’t Forget 


While wholesalers are now recog- 
nized in Washington under the new 
Distributor Section set-up as being 
vital to the war program, there are 
still important people in Washington 
who think otherwise. In order to 
prove their contention they will 
naturally single out the action of 
those few chiselers or bootleggers 
still found among wholesalers, and 
they will hold them up as examples 
of what all wholesalers actually are. 
In self-protection, responsible whole- 
salers will have to try to raise the 
ethics of such operators. 

Electrical wholesalers along with 
electrical manufacturers are today 
in the Army. In fact, our entire in 
dustry is conscripted. We have been 
assigned the vital duty of creating 
the structural facilities and equip 
ment for the largest production pro 
gram in the history of this or any 
other nation. 

All of us individually and collec- 
tively must be good soldiers and 
take orders without whimpering. I 
changing conditions on the produc 
tion front call for new orders from 
headquarters, we must accept them 
with the same patriotism that our 
boys in uniform accept their war 
orders on the combat front. There 
is no other way. 
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“Increased Subcontracting 
May Swing the Balance in Lhis War’ 


The message on subcontracting that follows should be read by 
every salesman and repeated to every factory owner or manager 
because subcontracting and conversion 


operation, make business for wholesalers 


Donald M. Nelson, War Production Chief, says: 


will keep plants in 


and help win the war 





In a letter written April 15, 1942, Mr. Nelson said: 

“More subcontracting will help win the war. 

“Production speed is the dominant factor in the race 
with the Axis; we have no time to wait for new tools 
and new plant facilities. 

“Every available idle tool that can be put to work 
must be put to work. This may cost more, but the job 
must be done fast, and experience has taught us that 
some prime contracts can be subcontracted as much as 
%U percent. 

“Planes, tanks, guns and ships—their parts and sub 
issemblies are needed in an ever increasing flow, and 
nly by full use of existing facilities, by sharing the work, 
can we get them soon enough. 

“Every prime contractor can help. Every prime con 
tractor should consider having an established subcon 
tracting department. Subcontractors should be given 
engineering assistance. Plants with as few as five or six 
machines can, and should be, used in subcontracting. 

“The War Production Board has established field of 
ices throughout the United States, now grouped in thir 
teen regions. One purpose of these offices is to effect the 
iullest and most efficient utilization of facilities within 
their areas. For this purpose, they maintain records of 

iachine tool equipment and other facilities of manufac- 
turing establishments. I urge you to make your sub 

ntractmg needs known to the nearest office. 

“With the future of our country at stake, with our 

rmed Forces in immediate need of more weapons, 

agination and boldness are called for on the industrial 
nt. Increased subcontracting may swing the balance. 

“Production lines are battle lines. Let's use all the pro 

uction we’ve got.” 


Sincerely, 


Donald M. Nelson 
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By 0. Fred. Rost 


After Talking to McKew Parr 
About Washington and Wholesalers 





M IST wholesalers express themselves 
as critical of the War Production 
Board because of what they consider to be 
vacillating and unclear policies, and they 
particularly criticize the inability to get 
clear-cut information and decisions from 
the branch offices of the War Production 
Board located about the country. 

It seems that it would be helpful and 
interesting to explain just why so much 
of this lack of forthright certitude pre- 
vails and to do so largely in connection 
vith personal experiences. 

In analyzing the situation it becomes ap 
parent that the main difficulty that the 
Board has experienced has been due to ; 
conscientious and painstaking effort on 
the part of our Government to preserve 
n every way the democratic processes 
and to make the operations of the Wat 
Production Board cooperative and to se- 
cure voluntary compliance and assistance. 
In other words, the Board is trying to 
conduct a_ dictatorial operation in a 
benevolent manner and in relying upon 
the patriotism and good citizenship of 
the American business men to make its 
regulations effective. 


Democracy vs. Dictatorships 


Three years ago Mr. Parr visited Ger- 
many and Italy on business and he says 
that he was very much interested to se« 
how differently their Governmental regu 
lation was conducted. Then last year he 
flew to the Orient and had an opportunity 
there to understand better the methods 
employed by our other economic enemy 
in that field. 

Because of those travels he has 


WUcKew Parr gives Editor Rost some 
inside slants. 


Gathered while talking to McKew Parr in his office 
at the War Production Board, Distributors Branch; 
or in a hotel room; or at a railroad station; or on a 


train to or from Washington; this collection of Parr 


Paragraphs provides a composite of thoughts, impres- 


sions, facts and suggestions that will prove intensely 


interesting reading to every wholesaler or salesman 


better able to understand the difficulties 
and limitations under which we are op- 
erating in Washington and contrasting 
them with the systems used by our 
enemies is an interesting experience. 

In Axis Europe many of the functions 
that we assigned to the War Production 
Board are exercised by the dominant par- 
ties and not by the Government. In other 
words, a high ranking Fascist who may 
be a manufacturer of, we will say, electri- 
cal material will control the rationing and 
the price ceilings and the distribution of 
labor and material of his industry, utiliz- 
ing the secret machinery of the party to 
bring this about. 

The same is true in Germany, and it is 
understood that the Japanese secret po- 
litical societies in the armed forces are 
likewise used to control economic opera- 
tions. Of course, there are Governmental 
bureaus and systems in all these countrys, 
but the stiffening and the disciplinary 
action largely is taken swiftly by these 
irresponsible bodies. Whether this system 
vorks effectively in the long run, is some- 
thing not now known, but it does permit 
instantaneous control and immediate com- 
pliance, and presumably also cloaks a 
great deal of injustice and selfishness. 


Preserving our Freedom 


Our own Government has been so 
zealous and so solicitous to preserve in 
dividual freedom and to be absolutely 
just to all business men that it has been 
very difficult to bring prompt 
action in the promulgation and application 
of regulations. 

In the last war Mr. Parr served as 
trade advisor on tin and tin products in 
the War Trade Board in Washington 
and while he checked over some old pa- 
pers, and did some random reminiscing 


about 


he expressed the conclusion that at that 
time our Wilson Administration (also a 
Democratic one) was more forthright 
and more dictatorial in its industry oper 
ations than the present one. 

No exacting comparisons of the struc- 
ture and composition of the present Gov- 
ernmental war-time agencies with those 
exercising the same functions in 1917 and 
1918 have been made but it is obvious that 
the present design is much more compli 
cated and extensive than was the pattern 
in the last war. However it is expected 
that as the Administration gets more ex 
perience and a better grip on the problem, 
these Governmental war-time agencies 
will be simplified and restricted in siz 
rather than continue to expand as at 
present. 

“A very obscure and humble position” 
is Mr. Parr’s description of his status 
in the vast organization of the War Pro 
duction Board and his personal conclu 
sions as to the details of its direction 
come from his viewpoint in the ranks 
He has learned, however, to feel a high 
respect for the farsighted judgment that 
seems to guide the directing staff. He 
expresses considerable admiration for the 
guiding principles which are handed 
down through the various channels until 
they come to his attention and he sincerely 
believes that the organization is being 
moulded and shaped by very competent 
men who know their objectives and art 
gradually getting the problem in hand 

He feels assured that having show: 
great consideration for the Democrati 
creation of our people and having pains 
takingly explored the many trade and in 
dustrial avenues, that the Higher Staff 
of the War Production Board now has 
completed its preliminary surveys and 
tests and is prepared to bring together 


and set up the various conflicting elements 
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so that from now on a mucii smoother op- 
eration will be perceptible. 


How Parr Got to Washington 


A few days after war was declared he 
was asked by the President and Secretary 
of National Electrical Wholesalers As- 
sociation to go to Washington, without 
compensation and wholly at his own ex- 
pense, to help work out some system of 
inventory control and of industry cooper- 
ation. At the time he had not thought of 
entering the Government service and he 
told the committee that inasmuch as he 
had served as a volunteer worker in the 
last war and since his two boys were 
both already serving as officers in the 
Army, that he felt his job lay rather in 
staying at home than in going again to 
Washington. However, having recently 
returned from the Philippines, Wake and 
Hawaii, he confessed that he felt quite 
stirred up, and as his bad luck would 
have it, a committee approached him on 
the day that we received the news of the 
sinking of the Prince of Wales and of the 
Repulse and he therefore consented to go 
to Washington, for a short time in all 
events, in order to help out. 


“MAC” Goes to Bat 


Mr. N. J. MacDonald, vice president 
in charge of sales of The Thomas & Betts 
Company, who had been working very 
hard in Washington, helping to get var- 
ious electrical details organized, offered 
to take Mr. Parr down and introduce him 
to various people and this meant a couple 
of flying trips to Washington. Mr. Parr 
says that after seeing the patriotic devo- 
tion and lack of self-interest displayed by 
the men working there, he felt it his duty 
to take hold with them and in the middle 
of December he signed an application for 
an appointment as a Dollar-A-Year man. 

\t that time there already was con- 
siderable criticism in the newspapers and 
in Congress of the activities of some of 
these volunteer workers, and Parr de- 
cided to take a firm stand and to say that 
he would not come to Washington per- 
manently and pass upon the application 
of his competitors and of the various sup- 
pliers until he was given a definite ap- 
pointment by the Government. Conse- 
quently, he went back to the office in 
Newark to await his appointment. 

In spite of those resolutions, early in 
January he yielded to the pleas for help 
irom the overworked, exhausted men al- 
ready there and went down although he 
had not yet received any official authoriza 
tion to do so. 

Parr’s export company had acted as 
export agents for about two dozen electri- 
al manufacturers but because of inter- 
national conditions all selling activities 
had been very much curtailed. It was in- 
tended to retain all agencies until after 
the war. However, Parr felt that he 
should not go to Washington while acting 
as direct agent for a number of manufac- 
turers, Therefore, legal cancellation 
igreements were drawn up and executed. 

Likewise he felt that he should not be 
identified with one group of distributors 
n the industry and, therefore, his do- 
mestic company resigned its 20-year old 
membership in the National Elec 
Wholesalers Association so as to 
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him free of any criticism or bias. 

It was found to have been a good thing, 
however, that Parr did not wait until he 
was Officially recognized by the Govern- 
ment, because his appointment as a Dollar- 
A-Year man did not finally come through 
until about four months after he had 
signed enlistment papers, and later it was 
found that the War Production Board 
does not make these appointments until 
the individual has gone through a period 
of probation in its service. The net re- 
sult has been that for all the time in 
which he had been calling committees and 
employing assistance and passing upon 
applications, he really had no status or 
authority from anybody and many of his 
associates were in a like position. Parr’s 
compensation is $1.00 a year plus an al- 
lowance not to exceed $10.00 a day. He 
says that the allowance, if and when ob- 
tained by him, will just about pay for 
his room in a hotel in Washington. 


Inside The Sanctum 


In the War Production Board itself 
there is a constant struggle between de- 
partments and branches and sections for 
jurisdiction and authority and there are 
frequent questions between individuals as 
to scope of respective jobs. Nevertheless, 
the spirit of the organization is excellent 
and he personally has not had any fric- 
tion or disagreeable clashes as everyone 
seems actuated by a cooperative, friendly 
spirit and there is no doubt that the per- 
sonnel of the Board is imbued with a 
sense of patriotic service. 

When one realizes the vastness of the 
program, and the enormous size of the 
organization, and has in mind the fact 
that it has had to be improvised, and that 
the rules have had to be made as the work 
yroceded, one cannot heip but be im- 
yressed with the real effectiveness of the 
staff. 

The great problem of the War Pro- 
duction Board has been to get well paid, 
successful, efficient people to give up the 
work in which they are making a record, 
and to put up with the great personal and 
domestic inconvenience and expense and 
to suffer the disruption of their private 
careers in order to do something for the 
general good. 

When one realizes that the OPM was 
taken over in its entirity and that this 
was built up without the urge of wart 
one begins to appreciate the managerial 
problem of the directing heads now that 
the size and scope of the production pro 
gram has been multiplied many times. 
It was said that the OPM had as its 
choice the unemployables, and the unem 
ployed, and the people that were dis 
satisfied with their own positions, and 
that it first drew to Washington the peo- 
ple that industry did not wish to retain 
for itself. 

When Mr. Parr started with the Board, 
the Distributor Branch was part of the 
Production Requirements Branch and 
the only people now still in the Dis- 
tributor Branch, who were there when 
he started, are Mr. Linford C. White, 
the Chief of the Branch, and Mr. Russel}! 


1 
i 
1 
I 


C. Duncan, Senior Consultant, both of 


whom had been in Washington sometime 
before Parr came down and both of 
whom had been working like beavers for 
months to try to get recognition for dis 


























McKew Parr emphasizes that whole- 
salers must continue to justify their ex- 
istence. 


tributors.. Mr. White is the President ot 
a successful Mill Supply house in Water 
bury, Conn. Mr. Duncan is the President 
of a leading Mill Supply house in Min 
neapolis, and both of them have lal 
against discouragements and set-backs to 
secure a place in the organization for th 
wholesalers. 

The distributors of the country will 
never realize how much exhausting work 
was done day and night and over week- 
ends and holidays by a little group that 
came to Washington early in 1941 and 
struggled for many months to establish a 
realization of the important function of 
the wholesaler in our national economy. 


yored 


How L-63 and PD-336 Evolved 


The first tangible result was Inventory 
Limitation Order M-67 which obtained 
a foothold for the distributors and neces 
sitated establishment of a Branch to han 
dle wholesaler problems. It was this foot 
hold which permitted Linford Whi 
his staff to build up the present depart- 
ment devoted to the interest of the whole- 
sale industry. This Order M-67 as it was 
finally issued represented only a vestige 
of the proposed order as devised 
authors and it was launched by a press re- 
lease that gave much the wrong interpre- 
tation of the order, so t 
joined the Board upon the issuance o 
Order M-67, he and the three or four 
others who started off with him, wert 
greatly handicapped by having a very 
limited and inadequate instrument witl 
which to work. 

Their first task was to attempt to 
Order M-67 expanded and improved and 
they spent most of their time for 90 days 
in endeavoring to have this made mort 
workable. 

The War Production Board and _ its 
desire to consult all interested an 
sure that none are slighted, has evolve 
a system whereby acquiescence of about 
twenty departments is necessary before 
an order can be altered or a new regula 
tion put through. This means that t 
sponsors of an Amended M-67 had t 


submit the proposed alterations to tl 


ite and 


hay 
Lia \ ( 


certain designated officials in such depart 


ments as, for instance, Civilian Supply 


Army & Navy Munitions, Labor, Lega 
and many others. It is a task to cat 
the proper man and explain a compli 












branch and 


Chief of the distributors 


spearhead for the country’s wholesaling 


industry—Linford ( White. 

cated am troversial re¢ lat‘on such as 
M-67. People are apt to be impatient wher 
you interrupt them with such a problem 


in the midst of their own busy day rush 
ing to meetings, taking calls, and attend 
ing to their own affairs, particularly as 
ou are not the only one who intrudes on 
And yet, 
f the pronosed change 
is not clear and acceptable, then there will 
’ suggestions as to elimination or addi 
tions, and the whole work has to be 


done over again before the 
' 


ne of these puzzling problems 


if your exposition of the 


approving 
signature can be obtained and then all 
the other signatories again have to be 
visited 

They wrote, and rewrote, and rewrote 
every paragraph and every sentence of 
M-67 dozens of times. They had to cut 
its pattern and change its form almost 
daily to meet the ideas, criticisms of the 
individuals whose approval had to be 
When they would adopt thes« 
ideas, they would find that the Legal De 
partment would not permit them to pass, 


obtained 


or that some profound and farsighted plan 
of the Directors of the Board would run 
to them inadvisably They would sit un 
th committees and work out 
me revision and get it approved by al 


1 1 1 


most everybody and at the last minut 


Its Wi 


1 
ive It annulled 


Need Proof of Wholesalers Worth 


There are a number of economists and 
business men in Washington who defi 
nitely do not believe that the wholesale: 
should be permitted to function even in 
a peace-time economy, and a great part of 
the struggle was against the views of 
individuals who sincerely believe that the 
Distributors Branch had no right to exist 
and that the proposed regulations were 
not contributory to the successful prose 
cution of the war. 

Consequently, when Inventory Limita 
tion Order L-63 was finally issued, with 
Form PD-1X and Form 336, and when as 
a result, the "Distributor Section” was 
finally recognized as a full fledged and 
independent “Distributors Branch” with 
Linford C. White as Chief, there was 
the satisfaction of having accomplished 
the purpose although realizing that both 
the order itself and the regulations that 
result from its interpretation after all, are, 
far trom what could be desired 





Wholesaler’s Priorities Assistance Com- 
tlicated Process in Electrical Field 
It will interest electrical wholesalers 

to know under just what limitations the 

Branch has to operate in attempting to 

them serve in their war program. In 
first place, the Distributor Branch has, 
vy no means, a free hand. It has to get 
lirectives from all the other divisions of 
Production Board that control 
“end-product”. 


{ War 
t “commodity” or the 
They cannot independently assign ratings 
oO an application on Form PD-1X ex 
cepting under the authority given them | 
1 so-called Directive of the Department 
interested 

Unfortunately, the electrical 


\ 


industry 
has not been alert in seeing that there 1s 
in “Electrical Branch” in the War Pro 
duction Board such as, for instance, “The 
Plumbing & Heating Branch”. At the 
present time there are no electrical head 
Distributors 
Branch are the nearest approach to such 
i divisi mn So 
much is this so that they have had a voice 


quarters and those in the 


+ 


representative ei¢ rica 


in passing upon the applications of ele 


trical manufacturers, and electrical con 
tractors, and electrical exporters, as well 
as of the electrical distributors, simply 
because there has been no central place 
Production Requirements 
Plan Branch and other branches could 
come Here’s how Mr. Parr tells the 


story 


whereto the 


“We have had to go to many divisions 
such as the Wiring Material Section and 
the Lighting Fixtures Section of the Lum 
ber & Building Materials Branch. Then 
we have had to go to the Motor & Control 
Division of the Industrial Machinery 
Branch, and to the Appliance Division of 
the Consumers Durable Goods Branch 
and to several sections of the Powe: 
Branch, and then on conduit we have had 
o go to the Steel Branch, and on wire 
and cable to the Copper Branch and to 
the Rubber Branch, and on tape to the 
Textile Division, and on insulated var 
nishes to the Chemical Division and so on 
down the line so that instead of making 
decisions and passing upon these applica- 
tions ourselves, we have to spend h uTS 
visiting other branches in many other 
parts of the city.” 


Staff of Experienced Electrical Men 


Fortunately, they do have in Washing- 
ton now, in the Electrical Section of the 
Distributors Branch, a first-class organi 
zation built up by several months hard 
work in securing trained electrical supply 
men. Mr. James A. Kennedy of Harvey 
Hubbell is acting Chief of the Electrical 
Section of the Distributors Branch, he 
having come to Washington two months 
ago as a personal favor to McKew Parr 
and with the cooperative consent of his 
company. With him is Harry Stevenson. 
who was an expert Accountant and Cost 
Clerk in the Parr Electric Export Corp. 
As Senior Analyst to handle the applica- 
tion on Form PD-1A and Form PD-1X, 
they have William S. James who served 
in the Electrical Department of the War 
Industries Board in the last war and who 
is an old-time electrical wholesaler re- 
cently having represented Landers, Frary 
& Clark in western New York. With 
him is Fred Ablatt of Electric Supply & 


1 
i 











Equipment Co., of Albany; and B. P. 
Middleton formerly with Westinghouse 
Electric Supply Co., of Albany; E. M. 
Maynard of Southern Tier Electric Sup 
ply Co., of Binghamton; H. L. Duvall of 
the Baltimore Electric Supply Co., of 
Baltimore. These men are all beyond 
the draft age and are old-timers thor- 
oughly familiar with pricing and inven 
tories and are assisted by Junior Analysts. 

The various trade associations sent out 
a notice that the Distributors Branch 
required the services of experts to help 
them work on electrical details and the 
first wave of applications came from these 
association notices. It is necessary for 
an applicant to come to Washington at 
his own expense and to put in more than 
a day going through the somewhat rigor 
ous requirements of the Civil Service Di 
vision. Consequently, to save expenses 


they drew as much as possible from nearby 


eastern locations although they received 
some very promising applications from 
far western and southern points 

In the course of any week they have 
as visitors in the Distributors Branch 
several dozens of the heads of the leading 
electrical supply wholesalers and of the 
leading electrical manufacturers, and they 
are constantly in touch with the staffs of 
the various electrical trade associations 
and consequently their office has become 
Rialto where 
electrical men gather and they, therefore, 
are kept in a position to know at any 


to a degree, a_ veritable 


time the effect of current regulations and 


operations on the industry 


These Three Things 


Parr particularly desires to impress 
three things upon electrical wholesalers 
First, that Inventory Order L-63 and 
Form PD-1X were designed and are 
being administered to mect the needs of 
the war program and as has been said 
“Not to give wholesalers things to sell 
but to get soldiers things to shoot.” Se 


] 


ondly, electrical wholesalers must realize 
that the Distributors Branch has to pro 
tect two dozen kinds of industries and is 
not conducted only for the electrical in 
dustry 
ber that many sincere and influential men 
in official positions in Washington defi 
nitely believe that the wholesaler has no 


Third, wholesalers must remem 


legitimate place in our economic. stru 

ture during war conditions. Every whole 

saler knows that it is believed in Washine 

ton by many officials that Form PD-25C 
was grossly abused by wholesalers fo: 
speculative and gainful purposes and that 
the Maintenance Repair Form P-100 
likewise has been much violated by dis 
tributors. , 

The Distributors Branch can accom 
h a great deal as an advocate for the 
entire wholesaling industry before the 
other branches of the War Production 
Board, only if the distributors are sin- 
cere and modest and patriotic in mak- 
ing their applications for priority relief. 
Otherwise the Board, which so far has 
been benignant and tolerant in regard to 
abuses, may find it necessary to follow 
the precept in the Old Testament when 
Joshua found that the Son of Carmi was 
hoarding despite the regulations issued by 
Joshua. This example of early non-com- 
pliance may be found in Chapter 7 of the 
300k of Joshua, says Mr. Parr. 


Po 
pills 
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New Wholesalers’ Routine 





FFICIAL Form PD-336—L-63 is shown here- was found impossible to obtain further suggestions 

with, and on following pages Form PD-IX and and interpretations from WPB in time for pub- 

official instructions for its use are reproduced. It lication in this issue. THE Epitror 
32213 (This form can be reproduced same size & Form) Wo. 





WAR PRODUCTION BOARD 
DIVISION OF INDUSTRY OPERATIONS 
Washington, D. C. 








WPB 828 
DISTRIBUTOR'S RECORD AND REPORT FORM 
(To be used for Order L-63) 
(Name of Company) (Address ) 
(Name of parent compamy, if any) (Address ) 
Check type of supplies covered by this report: 
TYPE OF SUPPLIES 

( ) Automotive ( ) Farm ( ) Health 
( ) Aviation ) Foundry ( ) Refrigeration 
( ) Builders ) Grain Elevator ( ) Restaurant 
( Construction Hardware *. Textile Mill 
( Dairy Health ( ) Transmission 
é Electrical ( ) Industrial ( ) Welding & Cutting 

( ) Plumbing & Heatir 


Distributors whose inventories of one or more types of supplies are 
linited under Limitation Order L-63 are required to enter in the table below 
sales and inventory data for the preceding month. If your inventory includes 
more than one type of supplies listed above, a separate record must be kept 
for cach type of supplics. 











ENTRIES MUST Be MADE BEFORE THE 20TH DAY OF EACH MONTH. THE RECORD MUST 
BE KEPT UP TO DATE AND IN YOUR POSSESSION AT ALL TIMES FOR INSPECTION BY 
AUTHORIZED AGENTS OF THE WAR PRODUCTION BOARD, The Director of Industry 
Operations may call for submission of this record to the War Production 
Board at any time. 
Le Physical inventory et cost of type of supplics checked above (including 

consignod stocks) as of December 31, 1941...,. scale cathibcupaiiaiae Oe 
2. Sales and inventory record of type of supplies "checked above, starting 

with January, 1942, 













































































1942 Total Do waned _Diroct Shipments fron Inventory on last Official 
Month Sale Shipments Stock day of month* Signaturc** 
Jan. $ 7 ~~ $ $ 

Feb. $ $ $ $ 

Mar. $ $ $ $ 

Apr. 2 $ $ $ 

May. $ ¢ ¢ 4 

June $ $ $ $ \ 

July $ $ $ $ 

tug.  § $ $ $ 

Sept. § $ $ $ 

Oct. $ $ $ $ 

Nov. $ $ $ $ 

Dec. $ $ $ é 








*Book Value (at Cost) - including consigned stocks. 
Certification** - The Official Simmature constitutes a certification by 
the reporting company through a duly authorized official that the facts 
recorded for the month opposite the signature are truco and correct ana 

have been arrived at from the books and records in a responsible manncr. 


RETAIN THIS RECORD UNTIL CALLED FOR BY THE DIRECTOR OF INDUSTRY OPERATIONS. 








PD-IX 
(3-13-42) 


WAR PRODUCTION BOARD 
Division OF INDUSTRY OPERATIONS 
DISTRIBUTORS BRANCH 
WASHINGTON, D. Cc. 


Fi ia) 


(See Lastructions) 


Distributors’ Application for Preference Rating 
READ CAREFULLY Instructions on reverse side 


This form must be used by distributors, wholesalers, and jobbers who purchase from producers the types of supplies listed below, for all applications 
; , } P } YE PI ’ Pp 
for priority assistance except applications for machine tools, or items listed in Orders M-21—b or E-2-a. 


Fill in three copies and retain one. Send the other two copies to War Production Board, Distributors Branch, Washington, D. C 
To be filled in ONLY by Distributors, 


Automotive supplies. 
Aviation supplies. 
Builders’ supplies. 
Construction supplies. 
Dairy supplies. 
Electrical supplies. 
Farm supplies. 


Wholesalers, and Jobbers who purchase the following supplies from Producers: 


Foundry supplies. 

Grain elevator supplies. 
Hardware supplies. 

Health supplies. 

Industrial supplies. 

Plumbing and heating supplies. 


Railroad supplies. 
Refrigeration supplies. 
Restaurant supplies. 
Transmission supplies. 
Textile mill supplies. 
Welding and cutting supplies. 


I. Distributor 


Name t Address 


(City and State) 
Information reported in this Section must be ONLY for the department indicated in upper right-hand corner of this form). 


II. Sates anv INVENTORY 


Month ending . ast , 194... (See Instructions, Section IT), 


(a) Book or physical inventory including consignments, on above date 


(6) Sales from stock, including consignments, in above month 


Items for which Preference Rating assistance is requested (list only items stocked in the department referred to above): 


| | inventory | Rece 
PTiIon or Item ading 
material of which item is made 


(If more space is needed, use additional copies of this form) 


IV. Supplementary information which will assist in consideration of application (see instructions). 


(If more space is needed attach additional sheets or extend statements in letter) 


CERTIFICATION BY APPLICANT AUTHORIZATION 
The undersiened hereby certifies ¢ is authorized to execute this application (To be filled out by the Director of Industry Operations) 
n behalf of the Distributo t cts herein set forth, or appen jed, are true and H above are hereby assigned to the 
correct to the best of his edge r t rece e material requested herein 


Preference Ratings specified in col 
f the dollar value shown in column G above, subject to the followir 
Limitation Order L-63 . 6 


column 
will not constitute a 


Section 35 (a) of the United States Criminal Code, 18 1 c 80, makes it « criminal offense to make a 
false statement or representation to any department or agency of the United States as to any matter within its 
Juriediction. 

ORIGINAL—Sheet No. W. P. B. Serial No. D 


Director of Industry Operations 
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INSTRUCTIONS FOR FILLING OUT FORM PD-1X 
INTRODUCTION 
The Distributors’ Application Form has been designed to give merited priority assistance to distributors, wholesalers, and jobbers for certain essential 
types of supplies purchased directly from producers. 
This form must be used by distributors, wholesalers, and jobbers who purchase from producers the types of supplies listed, for all applications 
for priority assistance except applications for machine tools, or items listed in Orders M-21-b or E-2-a. 
’ Wherever possible, distributors, wholesalers, and jobbers should extend Fron ratings they have received instead of using this application form. 
Quantities authorized will not exceed those permitted under Suppliers’ Inventory Limitation Order L-63. 


4 HOW TO FILE AN APPLICATION 
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Three copies of Form PD-1X make a complete set. Fill in all three copies, 
retaining the third copy. Send the other two copies to War Production Board, Dis- 
tributors Branch, Washington, D. C. If in addition to the information supplied on 
PD-1X, the applicant wishes to submit data which will further explain his need for 
the material, one copy of a brief but complete letter of explanation may be for- 
warded with the application. 


Both copies of the application, and the letter, must be signed by the owner, 
proprietor, or duly authorized official. All information on the form, and all letters. 
must be typewritten or written in ink. 

Department—(see upper right-hand corner of form): 

On and after June 1, 1942, distributors are required to apply in any one applica~ 
tion for items which constitute one and only one of the types of supplies listed on top 
of Form PD-1X. Where this requires departmentalizing of the distributor’s business 
aceording to the types of supplies listed, 'y steps should be taken by the distribu- 
tor as soon as possible. 

The classification of departments should be according to von of supplies. For 
each type of supplies, a separate department should be established. 

On an application for each department, only items handled by that department 
should be listed. 


Where the same material is carried as more than one type of supplies (i. e., by 
more than one department), a separate application for rating must be made for the 
quantity needed for each department. Thus if 50 bronze bushings are required by the 
electrical department (handling electrical supplies) and 30 bronze bushings by the 
industrial department (handling industrial supplies), a separate application should be 
filed for the respective quantities of bushings needed for each pn 9 department. 

Where a distributor’s business is confined exclusively to one type of supplies, that 
type should be listed on line provided, with the words “‘one department only” immedi- 
ately following. All figures then reported should be for the entire business. 

Section II 

Information supplied in this section should cover operations for the calendar 
month which precedes the date of filing the application. Thus, on an application 
filed in March, information supplied would be for operations during the month of 
February. Where figures for the preceding month are not available, however, figures 
reported may be for second preceding month. Insert, in the space provided, the 
name of the month for which figures are reported. 


Part (a).—Show here the total inventory of all items of the one department re- 
ported in upper right-hand corner of form. Include value of all consigned stocks and 
stocks which are owned or controlled by applicant or members of the firm, whether or 
not such stocks are on applicant’s premises. 

Part (b).—Show here only sales from stock, including consigned stocks. Ex- 
clude all shipments from manufacturer direct to applicant’s t or ship 
consigned to others and billed to applicant. 

Section III 

Report here items handled by the department listed for which assistance is 
requested. If more space is required, additional items may be reported on a separate 
sheet, which has been ruled and spaced exactly like this section, and which is affixed 
to this section. 

Column A.—Report here the quantities requested. In addition to quantity 
figure, show the unit of measure which will be used in purchasing (i. e., 365 pieces; 20 
gross; 500 pounds; 30 dozen, etc.). 

Column B.—Report here, in terms customarily used, the name of the article. 
Specify type, quality, or other identification which will appear on purchase order. 
Do not, however, report individual sizes. 

Show basic metal where metal is commonly used as a specification: (i. e., brass ma- 
chine screws, steel machine screws, chrome box wrenches, carbon 8S. wrenches). 
Similarly, show finish (galvanized, enameled, plated, etc.). _Do not reportin catalog 
numbers or identification symbols peculiar to one supplier. Use commonly rec- 
ognized and accepted identifying descriptions. 

If ~~ feels that more information regarding any article should be furnished, 
this may be explained in an accompanying letter. 

Column C.—In this column should be shown the inventory dollar value, including 
consignments, at net cost, of the articles listed in column B only, on December 31, 1941. 
Report should be of physical inventory, where possible. here no physical count 
was made on December 31, 1941, however, figures supplied may be from book records. 
Where other than physical count is reported, indicate in section IV, or in letter. 

Column D.—In this column should be shown the dollar value at net cost of those 
items listed in column B which have been physically received during the calendar year 
up to the date of filing of the application. Information should be obtained from per- 
petual inventory records, card systems, or buying records. Vhere such records have 
not been. kept, information may be obtained from invoices. 

Column E.—lInsert in this column the inventory dollar value (including consigned 
stocks) at net cost of the items listed in column B on date of filing. Information may 
be gathered from book records, although it is preferable that physical count be made. 

Column F .—Show here the purchase cost of those materials listed in columns A and 
B on which a rating is request Do not show the unit cost of each piece. Show the 
total cost of the items for which a rating is requested. 

Examp.e.—To further explain the instructions for this section, the following set 
of facts is presented. 

Assume that the products needed are h head cap screws of various sizes. 
Applicant normally carries in stock about 200 sizes. Applicant has a present need, 
however, of only 4 sizes. 








The information for all 4 sizes would be reported on one line as follows: 


Column A Column B Column C Column D Column E Column F 
26,000 Hexagon head $988 $580 $387 $1,233 
pieces steel cap screws 


This information is made up from the following data (which should NOT be 
shown on form): 








Needed Article Inventory —, to date Incentory on date Purchase cost 
flmg of fling Of requested 
Quantity Coat Quantity Cost Quantity Com 
1,000 \4%x10U.8 359 $2.87 1,500 $12.00 265 $2.12 $8 

10,000 %x1SAE 10,385 171.35 7,500 123.85 1,389 22.42 165.00 
5,000 %x4U.8. 7,298 401.39 4,500 247.50 1,875 103.12 275.00 
10,000 \&x2U.8, 5,387 412.80 2,500 196.25 3,298 258.89 785.00 
$988.41 $579.60 $386.55 $1,233.00 


_ Note that the information supplied in all columns is for only the sizes and classes 
of items for which applicant applies. Do not furnish information regarding those 
sizes for which no assistance is requested. 

Section IV 

Applicant may show, in this section, any additiona] information which he believes 
will aid in giving full id ion to his applicatio There should be reported here, 
where relevant: 

1. Type or class of trade served: (i. e., “ hine tool facturer, aircraft 

facturer, ship building, farms, restaurants, industrial, etc.’’). 

2. Where need is based on unusual demand such as new defense plant, give perti- 
nent information. 

3. Where need is based on 1 d d, indicate purch for the 1941 
season, and state whether quantity requested will cover requirements for 
entire 1942 season. 

4. Where distributor has properly substantiated records in his possession, he 
may submit the following information for the + eee covered by this 
ae during the month shown in Section II: 

° — volume of shipmente—out of stock—on orders rated A~1—J or 

igher. 

B. Dollar volume of shipments—out of stock—on orders rated A-2 to A-10. 

C. Dollar volume of shipmente—out of stock—on orders rated. B—1 to B-8. 
All direct ship ts must be excluded. 

Distributor must not show this information unless he has in his possession 

the working papers from which the data have been summarized. 
HOW TO OPERATE UNDER THE PROGRAM 

If the application is approved, one copy of PD-1X will be returned to the appli- 
cant a the quantities of materials authorized and the preference ratings 
assigned. 

The rating authorized in column H may be applied on an order to a Producer 
only to the purchase of the kinds and quantities of materials authorized in column G 
Limitation 

Any use of the authorized preference rating, on the articles certified, is subject 
to the following restrictions: 

(1) Orders containing the rating authorized may not be placed for quantities 
greater than those certified. It is permissible to split up the quantity 
authorized into more than one purchase order, and to buy the authorized 
quantity from more than one producer. The total of the separate purchase 
orders, however, whether given to one producer or to several producers 
must not exceed the total quantities certified. 

(2) The total quantities of those ty; of materials referred to in Suppliers’ 
Inventory Limitation Order 63; whether or not purchased through 
use of a rating, must not exceed the maximum permissible inventories 
declared in that Order. 

Use of the Rating 

Priorities Regulation No. 3 governs the issuance of this Form PD-1X and the 
preference rating assigned hereunder. All of ite terms must be observed. 

A. The preference rating assigned hereunder may be extended only to: 

@) iveries of material which will be physically incorporated into material 
to be ultimately delivered to the distributor, or to deliveries of material 
which itself will be ultimately delivered to said distributor or which 
will be used, within the limitations of Paragraph (e) of Priorities 

Regulation No. 3 to restore inventory to a practicable working zmini- 

















mum. 

(mu) Material which is neither greater in oy nor to be delivered on dates 

earlier than uired to make on schedule a rated delivery or, within 

the limitations of Priorities Regulation No. 3, to restore inventory to a 
practicable working minimum. 

B. The Distributor shall retain this Form PD-1X and he and each related sub- 


supplier may extend the pref rati d herein to his purchase order(s) 
b d on purchase 








by executing and transmitting to his pplier(s), by 
order or other equivalent document, the following form of Certification, which 
constitute a representation to the Director of Industry Operations: 


“Certification 
“Preference Rating .............. is hereby applied pursuant to Form PD-1X 
Serial Ne. D............. in accordance with Priorities Regulation No. 3, with 


which I certify I have complied. 


(Distributor or supplier) 


(Signature and title of official) 
Records 

In addition to the records required to be kept under Priorities Regulation No. 1, 
as amended mber 23, 1941, copies of which may be obtained from the War 
Production Board, Washington, D. C., copies of all endorsed purchase orders delivered 
must either be segregated or kept in a form so that they can readily be segregated 
for inspection by-representatives of the War Production Board. 











“oe MOLAR [CULT 





aivgd aKYN ROL VEBEC 






























































































When Its Inventory lime 
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N. W. Graham is ready to receive cus- 
tomers or important business while the 
gang works. 


in Movietown 


Everyone is mighty busy at 
Graham-Reynolds, Los Angeles, 
as this candid camera evidence 
caught by Ken Graham, testifies. 


_ 


But D. A. Smith, the manager, just “‘su- 


pervises”, ‘cause bosses are paid to look 


wise and give advice. 


5 
seseesees essere? 








, v Zz see 
Sssesseseeneanease 


gp 8 o 1. Too busy even to look up was Jean 
Lyman, who had to keep up with bids 
and detail despite the inventory. 

2. “Miss Priority” is Gertrude Friend, 
who seems to be threading her way 
through the red tape smilingly. 

3. Archie Wiebel was found calling in- 
ventory cards to the master book .. . 
4. ... which was in the hands of Rich- 
ard Stabnav. 

5. The upstairs stack was called off to 
Joe Tunnicliffe . . . 

6. . . . from Ted Russell, high up be- 
tween the shelves. 

7. With a flashlight to read the labels, 
Jack Rausch calls the quantities to . . . 
8. ... Jack Garner, sitting on a carton 
in the next aisle. 


May 1942 — WHOLESALER’S SALESMAN 


9. Inventory sheets and master book are 
compared by Larry Heddon and Harold 
Smith. 


10. Walter Munday, the lamp manager, 
checks his lists at his desk. 


11. Jennet Meurs, the bookkeeper, can't 
be bothered right now. 


12. Meanwhile, there's no let-up for 
Stanley Benjamin, price clerk, whose 
work flows on, inventory or no inventory. 


13. Sam Long, the receiving clerk, with 
philosophical pipe, takes things in stride. 
14. Cynthia Ridgeway, at the switch- 
board, is surprised. 


15. The shipping room gang, caught at 
lunch time, include, left to right, John 
McGuire, Glen Gildersleve, Sam Long, 
Don Jones, Zephyr Danderaund, Jack 
Garner, Jack Rausch, Herb Matin, Gerry 
Bishop, Art Hurley. 








‘ner coat 


: = -jonger 
color; dvan- 


re cor- 


o install; 


§ rover plenty of money to be made in fluores- 
cent lighting these days. But there can be plenty 
of headaches, too. 


It all depends on the kind of stuff you sell. 


And that’s where the fellows who sell Hygrade 
Fluorescent Lighting have a big edge. 


For if you’re a Hygrade salesman, you can sell 
everything Hygrade—not just lamps, but fixtures, 
starters, sockets — completely assembled. Or, you 
can go all out in pushing any one of them. 


You can say that — 


Hygrade lamps last longer, give more 
light, better all-round results. 


Miralume fixtures are easier to install, 
more economical to maintain. 










By Edwin Laird Cady 


at Needs Convert Old Accounts 
Into New Prospects Today 























Conversion and sub-contracting are shifting men and jobs. 
Conversion may change eventually more than 125,000 plants 
in all parts of the country from making peace-time products 
to the manufacture of materials necessary to the winning 
of this war. 

In each of those plants, that will bring changes in the 
what and how and where of buying equipment and mainte- 
nance supplies. 


responsibilities and authorities in industry, compared the 
names of those with buying influence in responsible positions 
in approximately 5,000 concerns. 

The study covered the years 1939 and 1941 and it showed 
that 61 percent of the concerns had reported changes which, 
broken down by titles were as follows: 


Presidents 11.0 percent were changed 


igepi . . J Vice Presidents 19.0 " 
Conscription and voluntary enlistments will draw heavily Senin ities 14.5 es - ee 
on the executives, supervisory and office staffs of every plant, renga oe 23.5 és a es 
large or small, thereby forcing many changes in personnel. meso Mangers i 
That will bring thousands of changes in who will decide ant GenastetenGeate 29.5 
on what to buy or use and—every salesman knows that in Beste “io 22.0 " - os 


the final analysis it is that WHO, that certain Mr. X in 











‘es- every plant, who either makes or breaks his chances for Those amazingly high percentages cover only the pre-Pearl 
atv getting the order. Harbor period, unquestionably the trend will become highly 
, Here is concrete proof of this new angle on war-time accelerated as conversion and conscription gain momentum. 
selling. These facts make the accompanying article both timely and 
McGraw-Hill recently decided to investigate to what important. 
extent such changes are taking place in titles, duties, The Editor 
ide 
sell 
“eS, VERY change among the men salesman must form a new mental forever it is well to get started in 
you who can place the order or picture of the old customer. the right way with them. 
specify your lines makes that And it is imperative to form this Forming the new mental picture, 
account a new prospect, even though picture quickly because its im- needs orderly thinking. Of course, 
ou may consider it an old customer. portance is growing apace with the it is possible to let events take their 
Every new face on the buying country’s war effort; it means that course, and to learn by experiences 
re ront means a changed attitude to- the salesman can help the new execu- just what the changes in the old 
ard you, the salesman, or your tive and his associates to function account will be. But this process 1s 
use, or even toward some line you better together and thus to smooth slow and full of headaches, with time 
all, ve been selling or might be selling. some of the bumps which in many taken for correctitig mistakes in- 


rr are the changes confined to the 
desires of the new men. On the con- 

iry, each new man makes 
inges in the attitudes and opinions 
his fellows, and at the same time 
es them to take actions which 
ey have long wanted to take. 
The new man means that the old 


some 





places are hindering war produc- 
tion work. Also, the salesman who 


works best with the new set up 


will make more money in less time 
and with less effort right now. And 
finally, some of these new men will 
stick in their jobs for years, and 
since this emergency will not last 


stead of making progress. Thinking 
is better, although it does take a lit- 
tle effort. 

The first thing to think about, is 
why the change or addition was 
made. 

Changes come most often from 
business, 


increased volumes. of 
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Parts for war equipment now come from 
this small plant. Part of the conversion, 
this machine was shifted from line shaft, 
to motor drive. 


changed types of products, and tak- 
ing over services or operations for 
merly performed by outside contrac- 
tors. 

Each type of change has its own 
basic problems for the customer. 

Increased volume of 
means stepping up the production 
capacity. But this seldom means the 
simple addition of more equipment 
of the same type as that formerly 
used. By preference, a higher vol- 
ume of production will call for 
brand new types of equipment. But 
this new machinery may not be 
available. The customer may have to 
turn the clock back; to go into the 
second hand market and get equip- 
ment long considered obsolete. 

In either case, the new buying 
executive will have been picked for 
his ability to handle the situation. 
He will need the help of the elec- 
trical house. But that 
house, through its salesman, must 


wholesale 


find out what the problems are and 
how to solve the electrical supplies 
and the quicker the better. 

The changed type of product, 
these same conditions 


ends 


means that 
must be met, with complications. 


The complications are that very 


64 


business, 


often the highest executives of the 
wholesaler’s prospective customer 
feel themselves unfamiliar with the 
problems at hand. They therefore 
are more likely to meddle, to watch 
closely, to worry, and to play with 
the new toy. 

This makes it harder for the new 
man who must handle the electrical 
end of the buying. But it may be 
the salesman’s one best chance to 
meet these “high ups,” and _ to 
cement their friendship for greater 
earnings now and through the years 
to come. These are great days for 
any man who can build faith in 
himself by showing others what he 
can do in the way of simplifying, 
a job, speeding up routines, effecting 
shortcuts. 

Taking over functions formerly 
performed by outsiders is done by 
industries today because each pro- 
ducer wants to cut off the chances 
of having big delays occasioned by 
small 
This situation 
brings the problems of both increased 


the failures of deliveries of 
supplies or services. 


production and new lines. It is, per- 
haps, the hardest test of the sales- 
man’s ability to cooperate. 

Another situation may exist when 
a big company is sub-contracting 
some of its work to smaller fac- 
tories. In these cases, the smaller 
factories are the buyers, and have 
their own ideas of how to do things 
and with what equipment, but the 
big company may want to do a little 
guiding for its own protection. The 
salesman then finds himself on the 
spot, with pressure coming from 
both sides, and with both threat- 
ening his future sales if he does not 
play ball. 


This is a problem in 


diplomacy. It will come out all right 
if the salesman does a little thinking 
about what is actually happening to 
him. For the buying executives are 
in such a new position that they can 
be expected to act like brand new 
acquaintances, but they will listen 
more and more as the pressure upon 
them increases. 

Thinking out the nature of the 
change in the customer’s situation, 
then, will do much to solve the 
problem of how to handle the new 
man. For, to a large degree, the job 
is the master of the man. 

The man himself also counts. 
And, especially if he comes from 
out of town, the new buying execu- 





tive may have some surprises in 
store for the salesman. 

Men take on mental attitudes and 
from the communities in 
which they are developed. Therefore 


“color” 


it is important for the salesman to 
learn where the new man comes 
from. 

\n executive brought up in the 
steel mill districts of Pittsburgh, is 
likely to want heavier units, extra 
sizes, margins of safety, in every 
bit of electrical equipment he buys. 
One from a watch-making town like 
Elgin or Waltham, will prefer nice- 
ness. In some of the textile centers, 
the executives are a bit nonchalant 
toward safety equipment, and an 
executive from such a place may 
bring some of that type of attitude 
with him. Men from machine tool 
building towns may look at the 
workmanship of every part of every- 
thing they buy. 

There is an endless list of such 
foibles. How can a salesman tell 
which of them any one buyer has? 

The best way 1s, to always carry 
some sample, some new product to 
exhibit! Watch him while he looks 
such items over. Let him talk. Show 
him everything from ammeters to 
wiring supplies and from portable 
powered tools to desk lamps. Watch 
what he picks up, and what he 
passes by without seeming to notice 
it. For such things tell you about 
his mental habits, and his training, 
and what he likes. 

A man does not have to come 
from out of town to have unexpected 
desires. Many an electrician that 
was suddenly promoted to buying 
or specifying authority will show 
that he has long been the victim of 
suppressed yearnings. He may be 
so familiar with one kind of over- 
load protection and its troubles that 
he has become blind to anything 
but the virtues of kind 
which he never has had the chance 
co try. 


another 


The way to find all of this out 
is to get the newly promoted man 
to stop, look and listen. Watch him 
in what he says and does, just as 1 
he were a stranger from out of town. 

The newly promoted man _ will 
make some changes, just to exercise 
iis authority, test it and get the 
feel” of it. His superiors, having 
had the experience of being pro- 
moted themselves, are likely to let 
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im go ahead with minor changes. 
\nd it can be through your efforts 
hat he makes up his mind, gets his 
“hunches,” and decides upon the 
hanges to make. If this happens, it 
means immediate sales, with the 
new man always justifying his judg- 
nent by sticking to these new lines 
and methods for years. 

When the new man comes from 

local plant, or from an electrical 
ontractor, etc., he will want to bring 
some of the practices of his former 
connection with him. Therefore it 
is well to learn something about that 
former employer. 

Information can be had from your 
fellow salesmen who cover that ac- 
count, or from sales engineers who 
have called upon it, and so on. But 
when he gives you an interview the 
new man can be induced to talk 
about his past experiences. In so 
doing, he may give you some in- 
formation which will help you to sell 
that company. But, most of all, he 
will show you how to get on his side 
of the fence. 

When a new man is allowed to 
make changes and to try new ways, 
he is likely to open the flood gates to 
changes long desired by executives 
older in the service of his company. 
These matters should be watched 
for. A new portable powered tool, 
for example, demanded by a new 
man, may let the veteran executive 
get the new fluorescent lighting or 
the new motors for some machine 
tools which he has been fighting for. 
\nd the salesman who is smart 
enough to see this coming, may have 


Beant. ee, 





This little one-time floor waxer plant now turns out small machine parts for war 
purposes. Once operating 8 hours a day with three workers, it now operates 22 hours 
a day with a crew of 30 workers. (OEM Photos by Hollem.) 


filled the order before his competi- 
tors realize that the business exists. 

Older men getting what they 
want, 1s especially likely to happen 
when the hiring of the new men re- 
sults from the promoting of the old. 
But there is a danger here. When 
a man actually gets a higher job, it 
looks altogether different to him 
than he expected. Things he ex- 
pected to want seem useless, while 
desires he did not anticipate come 
to the top. 

In such cases, it is wise for the 
salesman to anticipate gradual 
changes in the mental habits of his 
old friend, the promoted executive. 
The electrician foreman who _ be- 
comes a maintenance superintendent, 
for example, will learn to think in 
terms of whole departments and 


While the cube steak machine in the background still is made for the army and navy, 
extra plant capacity has been turned to manufacture for various subcontracts of 24 


other items like those shown. 








MO £2 



























































whole months instead of small de- 
tails and hours per man, with those 


smaller matters sharp in his mind 


but appearing there only in their 
relations to whole operations. He 
will see the salesman and what he 
sells in a new light. But the new 
mental habits will develop gradually 
rather than occur abruptly. The 
salesman may find him a changed 
man on every call until the develop- 
ment process is complete. 

It is smart salesmanship to “feel 
out” the newly promoted higher 
executive at every contact. This also 
is something that can be done easily 
when he is looking at your samples 
or listening to your talk. But it can 
be done by finding out how he talks 
about your lines, then talking fron 
the same viewpoint. 

The need for continually chang- 
ing mental pictures of old customers, 
is sharpened by the scarcities of 
some goods. These scarcities force 
changed practices and buying meth- 
ods which have nothing to do with 
production problems, products or 
personnel. 

In solving such problems, and in 
studying situations, the salesman 
helps men to get along better in 
their jobs. In so doing, he promotes 
national defense by smoothing the 
paths of housing or of industrial 
operations, or of just the plain liv- 
ing of folks who are being subjected 
to a war of nerves. He also makes 
more money. But most of all, he 
builds his friendships and reputation 
for the days when selling may not 


1 , 
be so Casy. 





By A. E. Newman 





Wholesalers Serve on Production Leam 


That Must Win This War 


The wholesaler, on the job day and night every day of the year, 






































performs a valuable service and is pulling his full weight on the 


team that must win the biggest fight in the history of the world 





HE Editor, my good friend Fred things that sometimes irk us are the 
Rost, has placed me on a spot ramifications of the syste ve are 
by asking me to write a message fighting to preser We rebel at 
to WHOLESALER’S SALESMAN In o-called red tay ¥, about 
all humility | approach this task, our ability to ¢ kh lan 
knowing full well that the whole the rule WI anc some 
saler’s salesmen know as much as | time rit t ering a so 
do about selling Wiring Materials, lution 
and more about the difficulties that | U1 | here 
confront all of us under present day Isa t | 
conditions. Therefore, my message ican nation is ot izing and it is 
may be only an echo of the reader's doing an excellent rk in this di 
own thoughts, but I hope that by rectiol t ha ished a lot 
repetition it will prove of some bene alrea but not « \lore will 
fit. come, and co k] Yow all 
I mentioned the difficulties whicl 
now exist in serving the custome tl ( and 
Let us first face the facts. We have in thi the holesal 1 his : 
a war to win, the biggest fight 1 DO 
the history of the World \sana 
tion no one outranks us 1n our ability the t] 1 the ’ 
to organize ourselves. The world pri ntractor 1 sub rac 
has admitted this in the past, and tors ire product ite- 
the world will see living proof of it rials with which this greatest of all 
before this War is over. battles wall 
How do we organize? We do it Much loose talk has been bandied 
in the same manner in which we around ut innecessary the the services which the electrical 
have lived since the founding of the \\ wholesaler gives to his customer, day 
republic. We do it individually. We Those that know the true situati« and night, every day of the year. 
are not driven to it by slave drivers realize that much production would breakdowns have already 0: 
True, we receive directions and ac- be lost were it not for the whole curred necessitating deliveries 
cept them as such, but when all 1s salers of this country, particular] three o'clock in the morning to re- 
said and done, our own free will the electrical wholesalers, with whom place cable, and switches, and other 
guides us, and therefore our spirit we are most familiar. Many thou- overworked parts. If this material 
is in the job. sands of man hours of labor would had not been in the wholesaler s 


When you stop to think of it, the never be performed, were it not for stock, if his organization did not 
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situ 
on this 


ense the critical nature of the 
tion, ““How could we carry 
\War successfully 7” 

l.ook about this country and you 
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ill find groups of industrial plants 
entralized in various communities 
doing work on critical machines fot 

e Army—Navy—and the Air 
Corps, and in the middle of the 
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group, or nearby, is an electrical 
lesaler, watching, figuring, and 
viding for their needs. He is a 
part of the team, and a very neces- 
sarv part. 

(hanks to the powers that be, the 
Government has realized this situa- 

. and provisions are being made 

keep his shelves stocked with 


necded materials, while at the same 


War 


keeps its hands on the controls, and 


time the Production Board 


rightfully so if materials are 
to be 
ciently, to the end that first things 


scarce 


apportioned sensibly and effi 


will come first. 
In the, matter of priorities we are 
all in the same boat. There are no 


privileged characters. Violations are 


comparable with selling out your 


country, and violations are punish- 
able. True, there may be violaters 
and bootleggers who will try to cir- 
cumvent the rules, but it won't last 
long. 

It is more important to see that 
your pals and mine, in Australia, 
India, and elsewhere have sufficient 
machine gun bullets to defend them- 
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What a terrible 


their 
these means, because we back here 


selves. thing to 


contemplate being without 
at home let them down. 

As far as the wholesalers are con- 
cerned, the War Production Board 
is expected shortly to issue addi- 
tional orders, that will go far toward 
keeping the 
prominently in the picture. 

The way to help Hitler and Hiro- 


electrical wholesaler 


hito is to ignore or manhandle any 
of those orders or the priorities regu- 
lations. The way to help your be- 
loved country is to play the game 
difficult for 
others inclined to do otherwise. 


fair, and to make it 

The manufacturers have your in- 
terests at heart. They want to see 
you come through these trying days 
that are ahead in good shape. In 
other words, useful now, and use- 
ful in the future. 

There is a mutual interest in this 
matter because the manufacturers 
themselves need you now and in the 
future in order to conduct their own 
businesses successfully. 

Take the time and pains to seek 
priority business—see that your cus- 
tomers and your organization com- 
ply with the regulations in writing 
up these orders. It saves delay if 
the job is done right at the start, 
and that means quicker action for 
the Army, Navy, and Air Corps; a 
shorter War, and ultimate defeat of 
the Axis. 





4. E. Newman, Manager, Wiring Ma- 


terial Sales, General Electric Co., 


Bridgeport. 
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Page the Professor 
Who Belittles the Wholesaler 


Musings of a salesman who has done his stuff on the production front 










for years and can prove that the war program would be many months 


behind its mark today if electrical wholesalers were non-existent 











By Arthur W. Sullivan 


Sales Promotion Manager 
Westinghouse Electric Supply Co. 


URING the first World Wat 
there was doubt in business and 
government quarters as to the 
essential character of the electrical 
wholesalers’ functions in war time 
Today, similar rumblings are heard 
In fact they began in the early de 
fense period when American in 
dustry commenced to mobilize for 
war goods production. If there is a 
reason for this skepticism, it goes 
back a good many years. 
During the horse and bu: 


r« 
~ 


ry era, 
electrical wholesalers were called 
jobbers. The word was used with a 
variety of inflections, none of them 
affectionate. A jobber was defined 
as “one who buys in bulk and resells 
in lots; a middleman, and as such a 
hbarnacle that retards progress.”’ 


Che jobber’s lot was not a happy 


one. He was the thorn between two 


roses; the grist between two mill- 
stones; the exact meeting point of 
the irresistible force and the im- 
movable body. He was literally in 
the middle, between the manufac- 
turer and the users of electrical 
products. 

There was one big reason why the 
jobber managed to survive and 
evolve into the electrical wholesaler. 
That reason was his ability to as- 
semble in one place large variety and 
quantities of products and make 
them immediately available at the 
point of use. No single agency in 
the whole electrical industry could 
do that. 

Asa result, he became more valu- 
able to both the large seller and the 
small buyer; and his importance as 
an economic factor has grown year 
by year until today he is largely in- 
dispensable to electrical dealers, 
electrical contractors, utilities, indus- 
trials and commercial institutions. 


Defense Sounds the Alarm 


Kighteen months ago, when the 
Government first turned up the 
thermostat on defense production, 
there were no immediate changes. 
Business ambled along about as 
usual. 

Then along toward the end of 
1940, the tempo changed from a 
waltz to a fox trot. Certain roughly- 
defined facts began to emerge from 
the general fog ; and as months went 
by these facts grew sharper and 
harder and the tempo of production 
became boogie-woogie of the purest 


jive serene. 








If you were a _ manufacturer, 
whether of defense or civilian goods, 
you found suddenly that you would 
have to wait two months for steel, 
90 days for this, two weeks for that, 
no time at all for the other things 
How could you fulfill your building 
contract or make your product if th 
materials you needed were going to 
be delivered on any such basis? 


Puzzling Priorities 


Then along came priorities ; inno 
cent they seemed too, at first. But, 
eventually, if you didn’t have A-10 
or better, you were about as fat 
away from the items you wanted as 
the South Pole. Even if your prior: 
ties were all in a row, there was the 
little matter of delivery still to b 
reckoned with. There might be 
sometimes was—a single item, the 
lack of which could hold up produc- 
tion, throw men out of work and in 
volve a delay of days, weeks or 
months. 

Then there were distances. Thi 
suppliers of the goods you needed 
were probably located at all points 
of the compass, the nearest one 200 
miles away, the farthest 2,500 miles 
I’-very one was in a different mat 
facturing condition—all interesting 
They had varying priority schedules 
to meet. Yours might be tops 
anywhere else down the line. \ 
took your turn and liked it—or el 

You rushed in material by trucks: 
you stopped Limited trains ; you niet 
skyliners at airports with a panting 
automobile. Sometimes the prod 


tion line in some war plant v 
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literally up to the last piece of mate- 
rial when salvation arrived. Maybe, 
one day, the line stopped and the 
men had to go home. From then on 
the story was different ; it got worse. 

When the Government went into 
the two-ocean navy business and the 
building and enlarging of air fields, 
cantonments and plants for defense 
production, the priorities noose be- 
came downright uncomfortable and 
the reprieve got lost in transit. 


Our Hero Makes Good 


During this whole period, the de- 
mand for electrical apparatus and 
supplies mushroomed to enormous 
proportions. Literally thousands of 
individual products are essential to 
electricity—its generation, transmis- 
sion, control and use. A single job 
might call for wire and cable by the 
thousands, motors by the hundreds, 
lighting fixtures by the acre. 

The electrical wholesaler who had 
been doing his unsung stuff all the 
time but now he began to move 
down stage and corner some of the 
show. He was coming to be recog- 
nized as a definite factor in speeding 
up war production because he could 
perform duties and give services 
which were inate to his business 
alone. These services once more 
were found indispensable to busi- 
ness because of their sound economic 
value to the wholesalers’ suppliers 
and customers. Now they became 
essential to the war program. 


Why the Wholesaler is Essential 


The electrical wholesaler is speed- 
ing up war production because he is 
saving precious time on war jobs. 
Every day the record of sales and 
what those sales accomplish prove it. 

He is saving days, weeks and even 
months because he can supply and 
yet materials to a job faster than 
any other source. Can a construc- 
tion engineer in the throes of build- 
ing an emergency war plant—and 
inder contract to finish by a specific 
late—place a panic-order for 68 
riority items with nine different 

ianufacturers located from hell to 

reakfast and hope to get the stuff 
time? He cannot—definitely not. 

et an electrical wholesaler called on 
hll that order delivered all 68 
ems in 3 days when the earliest 
mplete delivery from all manu- 





ELECTRICAL WHOLESALER—1942 MODEL 


1. His shelves and floors present in well-ordered arrangement the products of hun- 
dreds of manufacturers from all points of the compass, including the man next door 
and the supplier 2,000 miles away. 


2. Customers’ needs come first; so the electrical wholesaler anticipates them by fre- 
quent contact with manufacturers to insure adequate quantities, best prices and 
promptest possible delivery. 


3. At considerable internal cost he maintains perpetual inventory stock records. With 
these records, posted daily, he can cope with an emergency because he knows the 
quantity of any product on hand at any hour. 


4. The competent counter and telephone service at his stores and offices did not just 
happen. It has been built out of years of experience and is provided by trained per- 
sonnel who know hundreds of products, their uses, codes and local rulings. 


5. He has the capital to help finance jobs, extend credit, absorb credit losses, pay 
the manufacturer promptly and yet wait, perhaps months, for payment from his 
customer. 


6. He is usually able to deliver quickly from stock various sizes, types and quantities 
of products which would otherwise be impossible to assemble without days, weeks or 
months of delay. 


7. As the aftermath of this service he frequently must adjust claims, accept returned 
goods and issue credits regardless of the settlement he may ultimately have to make 
with the manufacturer. 


8. A substantial percentage of his cost is a trained sales staff for whom he provides 
automobiles and absorbs the expense of insurance for vehicles and drivers. 


9. His Apparatus & Supply Salesmen, well and continuously trained, know products 
and their applications and work intelligently with customers on their problems. Top 
problem today—priorities; next, maintenance and service. 


10. He maintains a separate organization to sell home appliances to retail dealers 
and utilities. Primary function of these men is to train dealers’ salesmen in the most 
efficient methods of selling and promoting these products to the public. During the 
lean months, perhaps years ahead, the electricat wholesaler will be the most potent 
factor in keeping alive the place of home appliances in our national economy. 


11. A group of lighting and engineering specialists are on his payroll. They demon- 
strate and test products, estimate on jobs and work closely with customers in pre- 
paring lists of material and bids on unusual contracts. 













facturers was 12 weeks. necessary. An air depot got 50 
Every so often the engineer or floodlights from an electrical whole- 
contractor on a war job of building saler the same day the order was 
comes up against a stone wall. Not issued, after another source had 
only has something new not been failed to meet a 15-day delivery 
added but some product is definitely promise. Shipment of 55 miles of 
missing. And that one product can conduit for a war plant. started 
tie up a job just short of completion, within 24 hours after the electrical 
throw men out of work and be the wholesaler got the order. Best de- 
cause of lost weeks or months in the livery from any other source was 5 
life and death struggle for munitions. weeks to start. 
In one such case an electrical whole- A machine that would release 20 
saler not only had the particular men for war production work stood 
“unobtainable” product in stock but idle for want of wire. Best delivery 
had ample quantities of the 15 dit- from manufacturers was 5 to 8&8 
ferent types required. In 24 hours weeks. An electrical wholesaler 
the plant was supplied, work con- delivered the wire the following day. 
tinued without interruption and 59 A manufacturer of cartridges re- 
precious days were saved. ceived immediate delivery of trans- 


formers and miscellaneous eiectrical 


Proof Piles Upon Proof equipment. Without the electrical 


The cases where the electrical wholesaler this would have taken 90 
wholesaler has contributed to faster days. 
war production literally run into Against such a record of proven 
the hundreds. A plant making ex- performance can anyone deny that a 
plosive compounds received a 2-day type of business which can speed 
delivery of explosion-proof condu- war construction—and hence war 
lets and circuit breakers. Without production—by from 3 days to 9 
the electrical wholesaler, a wait of months is essential to the country 
from 8 to 15 weeks would have been and helping to win the war? 
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Ballasts Are Important 
When Selling Fluorescents 


It is well to know something about the construction, function and operation 


By J. H. Allen, Jr. 


of a good ballast—that sometimes overlooked link in the chain of essen- 


tials for a customer-satizfying, goodwill-building fluorescent lighting job 





T IS hard indeed for a whole- 
saler’s salesman to know whether 
or not the lighting installation he 

sells will function as perfectly and 
last as long as the customer expects 
it to last. However, there is one be- 
fore-the-sale check that a salesman 
can and always should make—one 
that may make the difference be- 
tween a successful, customer-satis- 
fying job and one full of never-end 
This 
important step is to study the bal- 
lasts in the units you are selling 


ing troubles and complaints. 


because a chain is only as strong 
as its weakest link, and as one of 
the most vital parts in a complete 
the ballast 
found wanting. 


fluorescent lighting un:t, 
must not be 

To understand why a good ballast 
is necessary for good fluorescent per 


formance, it is important to know 
at least something of the principle 
First, 
the reason for the ballast is that as 


behind the ballast and tts use. 


the fluorescent lamp cannot be 
operated directly off the line voltage, 
a ballast must be used to limit the 
current to the proper ainount neces- 
sary for operating the lamp. 

There are two general classifica- 
tion of ballasts: the reactance type 


and the resistance type. It 1s the re- 


actance type with which we are deal 
ing here, as the practical use of the 
resistance type, utilizing an incandes- 
cent lamp as the resistance, is 
limited to but two fluorescent lamp 
sizes and therefore is not yet im 
general use. 

The reactance ballast is funda- 
mentally a current limiting device 


consisting, in most cases, of a trans- 
former and a choke. The high volt- 
age created by the transformer serves 
to break down the gases in the cold 
fluorescent tube and thus brings 
about the necessary ionization. The 
choke limits the current flowing into 
the lamp so that the lamp receives 
the correct operating voltage. 
Reactance ballasts are made for 
operating either one or more lamps, 
and with either a high or low power 
factor. All multi-lamp ballasts are 
of the high power factor type, and 
they are also designed to create a 
phase shift between the light output 
of the lamps, thereby reducing stro- 
hoscopic effects. The advantage of 
the ballast with the power factor 
correction (high power factor) 1s 
that more ballasts can be put on the 
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1 slender model double 40-watt lamp ballast beside a 40-watt lamp. Has starting 


compensator. (Sola Electric Co. Photo) 
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circuit—often a very important point 
when laying out an installation 

And now, to review some things 
that can be the matter with a ballast. 

A poorly made ballast is often 
guilty of excessive hum, caused 
either by actual case noise or core 
hum. Only if the case of the ballast 
has been carefully and properly in- 
sulated with noise-deadening ma- 
terials, and the core incorporates 
suitable and efficient quieting de- 


vices, will the hum be held to a 
barely audible minimum. 

Furthermore the use of poor 
quality condensers in the ballast 
accounts for a high percentage of 
hallast trouble. Also, a cheap con- 
denser, poorly wound and containing 
a low quality of oil, will overheat 
more easily, causing compound and 
oil leakage and therefore eventual 
burnout of the condenser and break- 
down of the ballast. 





LAMP 
FivorescenT TWO 
AUTOTRANSFORMER 





Ofer) 











{nother double 40-watt fluorescent ballast with built-in compensation. (Chicago 
Transformer Corp. Photo) 
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4d method used by one manufacturer 
to show the advantages of using fluor- 
escent ballasts as well as to demon- 
strate the internal operation, (Jefferson 


Photo) 


Insulation failure is another very 
common disease of the poorly con- 
structed ballast. Other construction 
weak points may be the use of dan- 
gerously thin gauge metal for the 
case, unsuitable wire, poor cas 
joints and a general poor over-all 
finish. All of these faults lead to one 
conclusion—the early breakdown of 
the ballast and, of course, lighting 
failure. 

Obviously, it is often very difficult 

not mpossible, for vou to tell by 
looking at a ballast whether or not 
it is a high grade one, but there are 
two pretty reliable checks that are 
easy to make and tell a good deal. 
()ne is to be certain that the ballast 
is supported by the trade-name or 
guarantee of a reliable concern, the 
guarantee in the case of most manu- 
facturers, covering one year. The 
other, is, to be sure that the ballast 
carries the label of the Electrical 
Testing Laboratories, signifying that 
the ballast conforms to the specifica- 
tions set up by the lamp manufactur- 
ers. (Tests cover such points as 
efficiency, wave shape, heat rise and 
hum.) This means that it is a unit 
of good quality. 

By making certain that the light- 
ing units you sell contain good bal- 
lasts you not only protect yourself 
and your company but have an ex- 
cellent selling point. The fact that 
the use of good, rather than cheap, 
ballasts will prolong the term of 
trouble-free service of the lighting 
fixtures many times over is highly 
important to the purchaser and 
should be brought to his attention. 
In the long run, you will build more 
and longer-lasting goodwill among 
your customers by knowing the bal- 
lasts vou sell, because trouble and 
failures will be held to the minimum 

and so, then, will complaints. 

Finally, and most important of all 
today, by being certain that lighting, 
and therefore seeing, is and stays at 
top efficiency, you can do at least a 
small part towards speeding the pro- 
duction and thus the victory so vital 


to each one of us. 
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The Fluorescent Order Helps 
You to Build Sales—and Bombers 


By H. Freeman Barnes 


Manager, Sales Promotion Department 


HE recent war production order 
on fluorescent fixtures stresses 
the importance of proper light- 
and the un- 
importance of more light in places 
which do not contribute directly to- 
ward winning the war. 


ing in war industries 


From now on, wherever import- 
ant changes in lighting are made, 
those changes have to be justified 
from the standpoint of increasing 
production, cutting down spoilage, 
etc. That’s 
what the high priority rating sig- 
nihes. 


saving time and energy, 


To certain jobbers and certain 
jobber salesmen not serving or con- 
tacting the war industry, this order 
will adversely effect their lighting 
fixture volume. 

However, as more and more 
plants convert to war material, there 
will be more and more prospects 
for improved lighting. While a man 
must live in terms of income—and 
this depends on sales—still our 
thinking and action has to be much 
broader than sales volume alone. 

Thus, all of us in the lighting 
business have the obligation to 1m- 
prove the lighting in war indus- 
tries, whether that lighting improve- 
ment adds materially to sales vol- 
ume or not, and it’s our job to in- 
crease production, to build more 
bombers 


th necks. 


\ clean lighting fixture may give 


by removing lighting bot- 


50 percent more light than a dirty 
one ; white paint may reflect 50 per- 
cent more light than grey paint or 


dirty walls; the right lamp bulb 


~! 
N 


General Electric Co., Nela Park 


right size, or type—right voltage— 
can make a big difference in improv- 
ing the lighting; reflectors that re- 
move the glare in the eyes of the 
employee will definitely decrease 
spoilage—save time; a _ piece of 
frosted glass or tracing cloth will 
give diffusion needed for many in- 
spection or tool operations. 

All these are part of the Wartime 
Lighting Counselor’s kit of tools— 
just as much as his fixture cata- 
logue and order book. 

Why does the War Production 
Board establish priorities? We all 
know the answer, i.e., to put critical 
materials where they will do the 
most good in winning the war as 
quickly as possible. 

Fluorescent lighting—any kind 
lighting—uses critical 
materials—including power. A 
gradual tightening up and availa- 
bility of 


of electric 


copper, steel, etc., is a 
sure sign of the desperate need for 
as much of these materials as pos- 
sible—employed directly in the war 
effort. Now. 
is a necessary production 


lighting—improved 
lighting 
tool. It is the one universal and 
practically automatic tool which 
can be used for increasing produc- 
tion. What this order says is, in 
effect, “Critical materials for use 
in improving lighting can. only be 
used where such lighting will actu- 
ally increase production of planes, 
or ships, or uniforms, ete.”’ 


Now, 1n 


scarcity of materials has closed the 


many businesses, the 


doors of those businesses. By and 


large, however, the lighting business 


is an exception, since as we increas¢ 
from eight to eighteen million indus- 
trial war workers, the need for im- 
proved lighting as a production tool 
is tremendous. 

The need for a great volume of 
fluorescent fixtures will continue 

. the need for improving present 
lighting, in the converted plant 
by making simple changes, is im- 
perative. It’s not only a matter of 
increasing income, to keep the wolf 
from the door, but it’s also vitally a 
matter of increasing production, to 
keep the Axis away from our shores. 

It’s not only a matter of putting 
good lighting into new plants—it’s 
a matter of improving lighting in 
old plants. It’s not only a matter of 
increasing production lighting—it’s 
also a matter of decreasing the use 
of critical materials. 


Want to Build a Bomber? 


If you or I, as an individual, 
want to add directly to the war 
effort, we can go on a production 
line—and add 2,000 hours toward 
our victory production program. 
Or—by improving the lighting in 
a plant employing only thirty-four 
men—and increasing their produc- 
tion only 3 percent, we can add 
2,000 hours. If we did that mini- 
mum job once each week, we would 
add 100,000 hours to our Victory 
Production 
would 
by 50. 

It takes around 100,000 hours to 
build a 


Program —and we 


multiply our effectiveness 


four-engine bomber—and 
symbolically, at least, any lighting 
man, who through his efforts can 
increase production to the tune of 
100,000 man hours in a year, 1s 
building a bomber all by himself. 

This new fluorescent fixture or- 
der really emphasizes the opportun- 
ity and obligation, which those of 
us, who sell lighting, have to put 
lighting where it will do the most 
good—in the shortest amount of 
time. 
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ITH each day bringing more 
and more uncertainties, there is 
littke wonder that many whole- 
salers are beginning to feel they are 
“out” for the duration. ‘Priorities, 
shortages, conversion, rationing, 
freezing,’ they cry. “We _ simply 
can't sell in the face of total war.” 

Obviously in times like these the 
sales road gets rough . . . but when 
you stop to think of the objective we 
are trying to reach, the job we have 
to do, there is room for only one 
thought ‘ “Victory.” This does 
not mean, however, that distribution 
must stop or that our distribution 
channels must be hurdled . . . when, 
as a matter of fact, they seem to 
hecome increasingly important with 
each “speed-up” of industrial output. 

We believe the demands upon the 
wholesalers of electrical goods are 
going to soar to new heights, despite 
the restrictions on so many of their 
products. With the much talked of 
sub-contracting now getting into 
full swing, the opening of tremen- 
dous new markets for electrical ma- 
terials is inevitable. Fluorescent 
lighting will be among those mate- 
rials required to change an estimated 
125,000 plants partially or wholly to 
war production. 

In 1941 the total fluorescent lamp 
business in this country was roughly 
24 million lamps. Of this total, we 
believe some 6 million were for 
replacement purposes and that 18 
nillion went into initial installa- 
tions. In other words, about 25 per- 
ent was replacement and 75 percent 
initial installation. During 1942, had 

mditions been normal, the industry 
ould have expected a volume of 

pproximately 40 million lamps of 
hich approximately 20 million 

ould have been replacement and 20 

ullion would have been initial in- 

tallation. We believe the industry 
is already reached the point where 

e market is roughly 50 percent 

placement, and in time, had con- 

tions been normal, the percentage 


The Fluorescent Order Gives 
Win-The-War Lighting The Right of Way 


By Charles G. Pyle 


General Sales Manager, Lighting Division 


of replacement business would have 
grown quite consistently, ultimately 
reaching a point like incandescent 
where the market is at least 95 per- 
cent replacement and less than 5 
percent initial installation. 

The W.P.B. Fluorescent Fixture 
Limitation Order L-78, as you 
know, restricts new fluorescent 
applications to those essential in- 
dustrial lighting jobs carrying an 
A-2 or higher priority rating. Ob- 
viously this means that new installa- 
tions of fluorescent lighting will be 
limited almost exclusively to plants 
working on war orders. Roughly we 
believe that about 40 percent of pres 


Hygrade Sylvania Corp. 


ent initial installations are now going 
to war plants and perhaps 60 per- 
cent are for other applications such 
as commercial, some residential, 
show case and store lighting and in- 
dustrial plants that cannot directly 
claim to be engaged in war work. A 
logical conclusion, then, might be 
that the. initial installation business 
will shrink some 60 percent immedi- 
ately upon the Limitation Order be- 
coming effective. 

However, we're not convinced that 
this will be the case. The stepping 
up in industrial construction for war 
work will undoubtedly absorb a 
large portion of what one might at 





Fluorescents deliver high lighting intensities to all important parts of the machines 
in this war production plant 
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ERE are some mighty impor- 

tant things to keep in mind 
when vou make bids for lighting on 
defense construction. 


1. Use materials you are sure will 
meet government specifications. 
Use materials that are readily 
available. 

Use a quality line of lighting 
glassware you are sure will live up 
to all you say for it. 


Consider the Corning line of light- 
ing glassware on each one of these 
important points and you'll see why 
it fits right in with today’s demands. 


1. Specifications. Corning Lighting Glass- 
ware meets government specifications 
DH873A of the Public Buildings Admin 
istration of the Federal Works Agency. 
You know you're right before you start! 

2. Availability. ‘Vhere’s no shortage of 
Corning Glassware. We can ship right 
now! Automatic machines that are me 
chanical wizards produce this glassware 
in huge quantities. This volume means 
lower cost—gives you bette opportunity 
to make successful bids. 

3. A Quality Line. V he lighting trade has 
for vears recognized the quality pet 
formance of Corning Lighting Glass- 
ware. It provides ideal lighting for 
defense homes—gives workers comfort- 
able, cheery home lighting they so vitally 
need for moments of relaxation. 


Leading manulacturers are now 
using Corning Glassware in fixtures 
for defense housing projects. Make 
sure you specify “Corning” in your 
next bid. Corning Glass Works, 

Bedroom Bow! Enclosing Globe Macbeth-Evans Division, Charleroi, 
82707 81119 821 Pennsylvania. 


These units meet government specifications DH873A of the Public Buildings Administration of the FWA. 


d means — BRAND 
A esearch in Glass 


TUUNINE Corning Lighting Glassware 
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first believe to be a loss. As calcu- 
lated by Architectural Forum, un- 
official estimates for 1942 construc- 
tion run as high as 14 billion dol- 
lars. The Forum points out that in- 
dustrial construction this year will 
total approximately two billion eight 
hundred million dollars of govern- 
ment financing and one billion five 
hundred million dollars of private 
financing. To this should be added 
another two hundred and fifty mil- 
lion dollars in private financing for 
stores and other community facili- 
ties. 

The War Production Board an- 
nounced on March 17 that it had 
approved construction of an addi- 
tional 350,000 dwelling units for war 
industrial workers, more than 
doubling the original war housing 
program announced last September 
19. That’s real building and repre- 
sents a real market for the electrical 
wholesaler. 

To reach this market, particularly 
the 4 billion three hundred million 
industrial, most wholesalers are find- 
ing that a different type of merchan- 
dising is required. Plants desiring 
to convert from old lighting to fluor- 
W.P.B. on 


PD-1A forms and where the proper 


escent may apply to 
showing can be made the rating will 
be granted. Not only will improved 
lighting be considered in ruling on 
conversion jobs, but also W.P.B. 
will consider as an important factor 
the possible savings in lighting de- 
mand on power systems in critical 
areas. But new merchandising ideas 
must enter the picture. 

A great deal of this enormous mar- 
ket is going to be rich in BiG lighting 


jobs—thousands, perhaps tens of 








pitched into their lap. 





Immediately after the official text of WPB's Fluorescent Lighting 
Fixtures Limitation Order L-78 had been released to the press, 
WHOLESALER'S SALESMAN attempted to obtain from various 
lamp and fixture manufacturers their opinions as to the probable 
effect of the order. 

It was found impossible to get statements from any exclusively 


fixtures-producing concerns because their executives were too 
absorbed with the new problems that, by the new order had been 


However we are glad to publish here two statements by promi- 
nent officials who are well known in the entire lighting field. 

We know that they maintain constantly the most intimate contact 
with the entire fixture industry. For that reason, they are in a most 
advantageous position to evaluate the effect that the limitation 
order might be expected to have on the field, both in the imme- 
diate future and for the remainder of "duration." 

We appreciate sincerely the cooperation that Messrs. Barnes and 
Pyle gave in preparing these statements for publication exclusively 


in WHOLESALER'S SALESMAN. 








thousands, of fluorescent fixtures, in 
which the wholesaler will participate. 
In these big lighting jobs, his margin 
per unit of sale may be lower 
though his net at the end of the year 
may show a _ substantial increase 
over 1941, 

The principal purpose of the 
Limitation Order was to conserve 
the capacity of the lighting fix- 
ture industry for war indus- 
tries in which there is defi- 
nitely a need for the better 
lighting afforded by fluorescent. 
As far as the manufacturer is con- 
cerned, we, being primarily an in- 
dustrial manufacturer, do not anti- 
cipate any great shrinkage in our 


fluorescent fixture volume. Many 


The half-way point on the fuselage conveyor line of an airplane factory, where 


fluorescents light up one of the several inspection operations. O.E.M. photo. 




















months ago we geared our sales and 
engineering organization to work 
with wholesalers in an effort to ob- 
tain our share of the industrial pri- 
ority business. We and our jobbers 
may now expect to enjoy even more 
fluorescent fixture volume with an 
A-2 or better rating than we had 
originally planned. 

The wholesaler, of course, has a 
real opportunity in the fluorescent 
lamp replacement field. With the 
curtailment of commercial fixtures 
(and many jobbers went after this 
type of business) the wholesaler 
should immediately drive for replace- 
ment fluorescent lamp sales. This 
drive for replacement fluorescent 
lamp 
through two channels—first, the big 
industrial concern that already has 


business should be made 


fluorescent installations, and, sec- 
ond, through his dealer outlets to 
reach the small shops and_ stores 
that now have fluorescent. 

So with the entire nation thinking 
only of “Victory” and the necessity 
for speeding up production, plus the 
enormous amount of industrial build- 
ing and plant conversion, and with 
millions of lamps being needed for 
replacement purposes, we feel that 
Limitation Order L-78 merely di- 
rects fluorescent lighting to those 
thousands of plants in need of more 
light to turn the wheels of our coun 


try for WAR. 








By Howard J. Emerson 


You Gan—You MUST Selt 


Sub-Contracting and Conversion 


Salesmen are direct contacts with the additional production facilities 


needed to help win this war. Here are suggestions for a planned program 


to promote sub-contracting and conversion to your industrial customers 





when the 

wholesaler’s salesman, along with 

every American, must realize that 
we are in a War, and that his every 
action is tied up directly or indi- 
rectly with this Nation’s life and 
death struggle with the Axis. He 
must analyze his work to see if he 
is so directing his efforts that he 
not only puts everything behind the 
war effort, but also stays in business 
so that his service can continue to 
be available. 


HE time is_ here 


Of the many ways in which the 
wholesaler’s salesman can assist in 
the war effort, the one immediate 
and most important is his duty to 
help in both the extension of sub- 
contracting and the terrific job of 
converting as many plants as pos- 
sible from peace-time to war produc- 
tion. Even the smallest industrial 
plant has a definite place in our war 
effort. 

He miust enter into this task, not 
in a half-hearted, disinterested way, 
but with as much aforethought and 
planning and strategy of operation 
as he would put into a peacetime 
He’s got to do 
this if he would really aid his coun- 


sales quota drive. 


try—he’s got to do it if he would 
survive, because only by having his 
industrial customers converted to 
priority-favored war production will 
he be able to supply them with in 
creasing amounts of electrical mate 
rials for the duration. 


conversi | 


Sub-contracting and 
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are not covered sufficiently by a brief 
reference or merely a casual remark 
on a salesman’s weekly call. He 
must put more than that into it. 
Think of it as a product to sell. The 
campaign will require familiarity 
with the pr duct, a list of prospects, 
a knowledge of the prospect's busi- 
ness and its needs, personal con- 
tacts, a sales story that will point 
out the advantage of the product 
and suggest where and how it can be 
used profitably. 

Let’s first get familiar with the 
procedure of obtaining sub-contracts. 
W HOLESALER’S SALESMAN published 
in February a description of this 
procedure and a list of the Field 
Offices maintained by the Govern- 
ment. The salesman should be able 
to describe this procedure to any of 
his industrial customers. It would 
be smart, too, to drop into the near- 
est Field Office and become acquain- 
ted with the Government's repre- 
sentative. him, and from 

handling war 
work, it will be easy to find out 


From 
customers already 
not only the basic rules and _ local 
procedure, but also the small prob- 
lems, short-cuts and tips that result 
With this 


background, the salesman can go out 


from their experience. 


and do an effective job of promoting 
sub-contracting and conversion. He 
will be respected and welcomed for 
his knowledge of these subjects. 

should — be 
based on the salesman’s study of his 


Further knowledge 









industrial customers and prospects. 
suild up a list of these companies 
with data on their peacetime prod- 
ucts, their plant facilities and equip- 
ment, the quantity and skill of their 
employees. Find out how much of 
their production capacity is lying 
idle. From experience in covering 
that territory, and possibly with in- 
formation from the local Govern- 
ment labor office, analyze the local 
labor supply for both quantity and 
skill. 

An additional help to the salesman 
would be familiarity with particular 
sub-contracts or 
that are available. If it is convenient 
to call at the nearest Field Office or 
at the sub-contracting exhibit, the 


prime contracts 


salesman will get a better knowledge 
of the type of pr xlucts, the so-called 
“pieces” or “bits,” that are being let 
out on sub-contract. He may find 
available immediate jobs that he can 
suggest to customers whose plant 
facilities are known to him. 

With such a background of knowl- 
edge, the wholesaler’s salesman will 
be well-equipped to sell the idea and 
urgent need of sub-contracting and 
industrial cus- 
tomers and prospects. His next step 
is to go to work at it. 


conversion to his 


He has in each industrial plant 
several men who should get his story 
on the advisability of seeking war 
Of course, it is 
the management that will decide. 
and to these individuals or groups 


pr‘ duction orders. 
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he 


whom he contacts regularly the 
salesman’s knowledge will be impor- 
tant both in recommending action 
and in assisting in the problems. If 
the salesman’s contact is not with 
the deciding factor, then he should 
see that the story gets to the man- 
agement through the purchasing 
agent, chief electrician, chief engi- 
neer, or superintendent—or through 
several of them. 

These men have a definite per- 
sonal, as well as patriotic interest, 
that the salesman can touch with his 
story. Sub-contracts or complete 
conversion can keep these men work- 
ing for the duration—an important 
point to the man who has seen other 
plants become idle through short- 
ages of materials for consumer 
goods, and who can visualize his 
own position when the inevitable 
hits his factory. 

When a sub-contract has been 
obtained, or definite steps toward 
conversion are under way, the sales- 
man’s most important service func- 
tions are just beginning. But so, 
too, is his order-taking. The well- 
versed wholesaler’s salesman can 
render invaluable aid to a manufac- 
turer during the changeover to war 
production. 

The amount of materials needed 
and the changes in installations, wir- 
ing, etc., made necessary by conver- 
sion may be so extensive that the 
totals would approach, or even ex- 
ceed, those involved in building a 
new factory. (For an example of 
what such changes can mean in 
orders for new materials needed even 
by a small sub-contractor, see “How 
Sub-contracting makes Sales for 
Wholesalers” in the March issue of 
\VHOLESALER’S SALESMAN ). 

In conversion there are even more 
omplex problems to solve than any 
that might arise when a new plant 
s built. New machinery comes in 
ome old machines go into storage, 
new power loading, new wiring, 
changes in floor plans, different 

ghting requirements, a maximum 
umber of powered tools—and in all 

ese problems the salesman can 

of great assistance to the cus- 
tomer. His advice, his facilities, his 
mtact with the engineering depart- 
ent of manufacturers, his familiar- 
with the stocks and deliveries 
electrical manufacturers, the 
siort-cuts and tips he picks up 
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through contact with more and more 
conversions—these are the whole- 
saler’s salesman’s particular assets, 
his most valuable “stock in trade,” 
and he should make use of them. 

The emphasis here has been on the 
importance of initiating action on 
sub-contracting and conversion be- 
cause no other single activity of in- 
dustry is more important at the 
moment. But most salesmen have 
some industrial customers who have 
already swung over to war work. 
Other customers, such as _ utilities 
and the transportation systems, are 
by the nature of their work, essen- 
tial and active participants in war 
production. 

The salesman should strive to im- 
prove his service to all these cus- 
tomers. Keep up-to-the-minute on 
product news. Know the quanti- 
ties of stock on hand and as far as 
possible the latest information on de- 
liveries. Be familiar with what sub- 
stitutions may be advisable. All 
engineering data, catalogs and speci- 
fication sheets should be at hand 
to prevent delay in handling rush 
orders. 


There are also many ways in 
which the salesman can suggest 
means of increasing a customer’s 
production capacity and thereby pro- 
mote greater speed for our war ef- 
fort. Keeping an intelligent eye on 
the operation of a particular plant 
may warrant the salesman advocat- 
ing changes in installations. Per- 
haps he will want to urge the use 
of capacitors for power factor cor- 
rection, improved lighting facilities, 
the use of automatic controls, inter 
communicating systems, etc. Then 
there is the opportunity for the sales- 
man to suggest and assist in the 
installation of electrical anti-sabotage 
systems — protective floodlighting, 
photo-electric devices, warning sys 
tems. 

And it is important to realize that 
in all these varied ways the whole- 
saler’s salesman is gearing his ac- 
tivities directly into the war produc- 
tion effort. Under present condi- 
tions he can only fortify his position 
with his customers by being of 
greater helpfulness than ever before 
and thereby actively help this coun 
try win this war. 


BEFORE AND AFTER CONVERSION at a New England toy factory. 
Machinery that formerly made metal toys such as this steam roller has 
been converted to make radio filter boxes and parts for tanks and jeeps. 
Salesmen can help manufacturers make these conversions. 
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N today’s shifting world, it is good to look to the past and 


to realize once again that the history of the electrical 
industry is one of virility, stability and unbelievable growth. 


As all history is the story of the individuals who lived 
it, so the history of the electrical industry is the story of the 
companies who conquered its problems—of the manufacturers 
who developed its products, and of the wholesalers who took 
them to market. 


Some of today’s electrical concerns were actively en- 
gaged in manufacturing other products long before the elec- 
trical industry was born; others entered the field while the 
whole industry was still in its swaddling clothes, and grew 
with it; while others came into being with the invention of 
new electrical products, new applications, new expansions, and 
have kept abreast of its advances ever since. 


We are publishing this Annual Anniversaries Review 
as a means of acknowledging with appreciation the coopera- 
tion which electrical manufacturers have extended to electrical 
wholesalers throughout the years. We extend congratulations 
and good wishes for continuing success and prosperity to those 
manufacturers who celebrate an anniversary of many years of 
service to the electrical industry. 
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HELP SPEED UP VICTORY 


SELL BETTER INTERIOR 
COMMUNICATION TO PRODUCERS 
OF WAR PRODUCTS 


=) 
os Jes 
P-A-X's — Automatic Interior Telephone 
Systems. Provide dial service and secret 
connections for from ten stations up. Tele- 


phones in a variety of types. 





YOU SELL QUALITY 
WHEN YOU SELL P-A-X 


Automatic Electric Com- 
pany, the makers of P-A-X- 
are the originators of the 
automatic telephone system. 
For fifty years, Automatic 
Electric has been recognized 
as a world leader in the de- 
velopment, manufacturing 
and installation of tele- 
phones for both private and 
public service. P-A-X instal- 
lations are serving compan- 
ies in every field of business 
and industry — aiding the 
war effort by supplying fast, 
dependable communication 
in industrial plants and 


Every minute saved in the produc- 
tion of war materials helps to bring 
victory closer. Fast dependable in- 
terior communication will help save 
those vital minutes. 


That is the job being done today, 
in war production plants of all kinds, 
by P-A-X—the private automatic tele- 
phone system for interior service only. 
P-A-X provides rapid fire connections 
between individuals and departments 
—keeps employees at the posts where 
they can reduces 
wasteful walking and visiting. And 


produce more 


because P-A-X is a separate system, 
it keeps city telephones free for vital 
incoming calls. 


In your territory there are many 
producers of war products who are 
making every effort to meet the tre- 
mendous emergency demands. You 
can help them—and _yourself—by 
selling this direct, approved method 
of saving time. 

IMPORTANT NOTICE: Auto- 
matic Electric P-A-X’s and Intercom 
Systems are available in limited quan- 
tities to organizations whose work is 
tied into the war effort, and priority 
ratings of A-9 or higher are essential. 
If you need help in selling them, call 
on the Automatic Electric represen- 
tative nearest you. He will be glad 
to work with you. 








These systems are designed for private service. They are not 
intended to be connected with the public telephone system. 





AUTOMATIC & ELECTRIC 


PRIVATE INTERIOR TELEPHONE SYSTEMS 


Distributed by: AMERICAN AUTOMATIC ELECTRIC SALES COMPANY, 1033 West Van Buren Street, Chicago, Illinois 
Sales and Service Offices in Principal Cities e In C da: C dian Teleph & Supplies Limited, Toronto 


offices as well as in govern- 
ment departments. 
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130 YEARS = 1812-1942 


The Waterbury Button Company—lIt was during the war 
1812 that Aaron Benedict decided that the manufacture 
brass buttons would be profitable and he organized the 

\. Benedict Company \ few years later came a new part 

) ner and the firm name changed to Benedict & Burnham 

remaining so until 1849. The company assumed its present 
ame when it merged with Hayden & Sons. Brass buttons 
are still made but plastics and other products have been 


tAada 
aded 


110 YEARS 1832-1942 


Simonds Saw & Steel Co.—Formed by the Simonds family 
1832 at Fitchburg, Massachusetts. Today after 110 vears 
embers of the third and fourth generation of the family 


tant executive posts in the organization 


100 YEARS = 1842-1942 


Landers, Frary & Clark—Originally started as a partner 
hip of George M. Landers and Josiah Dewey in 1842, this 
unpany has consistently specialized in cutlery, tools and 
ippliances that would appeal to the American housewife 
Many products make up the line but the company’s funda 
ental manufacturing policy of producing only quality 
goods remains unchanged Today the L. F. & C. manu 


facturing plant covers many acres of ground in New Britain, 
( nt 


90 YEARS 1852-1942 


The Stanley Works—When Frederick T. Stanley opened 
the little shop where he made the bolts and hinges that he 
and installed himself, it was probably an object ot 
munity pride in the New Britain of the early 1850's. The 
levelopment of today’s vast enterprises and many products 
the Stanley Works have been built from that small 
: eginning 


85 YEARS 1857-1942 


The Frink Corporation—From the time I. P. Frink, pioneer 

reflector industry, started manufacturing in 1857, the 

any has kept step with lighting developments. As 

git sources changed, so also did Frink reflectors, so as to 
meet the demands of currently modern lighting. 


Mathias Klein & Sons—The experience gained in eighty-five 

( ot continuous effort toward quality building is incorpo 

Klein tools, plus a tradition of precision perform 

hat has come down from father to sons to grandsons 

two grandsons, Joseph A. Klein, Jr. and M. A. Klein, 
esident and vice president respectively. 
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The Rattan Manufacturing Co.—The history of the Rattan 
Mtg. Co., producers of electrical equipment such as cor 
nectors, conduit fittings and outlet boxes, dates back to 
1857, when the Dann brothers chose New Haven, Conn. as 
the factory sit \ descendant, Paul N. Dann today is the 
president 


75 YEARS 1867-1942 


Partrick & Wilkins Company—The history of annunciators 


is intimately interwoven with the history of this company 


\ssociated with the clectrical industry for 75 years, Partrick 
and Wilkins today manufacture such signaling devices as 
annunciators, gongs, bells and buzzers; push buttons; fire, 


burglar, hospital and school signal systems 


70 YEARS = 1872-1942 


Edwards & Company—Robert Edwards and Adam Lunget 
took their experience, their vision, and a one-hand lath 
to the basement of a New York City jewelry store and 
started a business that has survived the test of many severe 
years. It grew into a giant and today is housed in one ot 
New England's most beautiful and efficient factories. As in 
the beginning signaling devices are the leading products 
R. S. Edwards, grandson of the founder, is president of the 


company 


Gill Glass & Fixture Company—Founded in 1872, the busi 
ness was started in Philadelphia by three brothers: Patrick 
Michael and James F. Gill, and an associate, Bernard Cahill 
Today sons of James F. Gill are in executive positions 
F. D. Gill, president and C. A, Gill, secretary-treasurer 


99 YEARS 1887-1942 


United States Rubber Company—lIncorporated in 1887 this 
company entered the insulated wire business in 1892 as the 
National India Rubber Co. Through the years its lines ot 
wire, cable, tape and other electrical products, have gained 
wide acceptance among engineers and contractors. Many 
innovations in insulation have been pioneered by this 
company. 


50 YEARS 1892-1942 


Cutler-Hammer Inc.—In 1892 H. H. Cutler, E. W. Ham 
mer, and W. S. Terry formed a company in Chicago which, 
through their efforts, soon became a highly successful busi 
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Both hands 
free for 


NOTE THESE maintenance 


IMPORTANT FEATURES! 





REFLECTOR—The Vee shaped reflector, is formed of heavy gauge 
steel and has a three coat PORCELAIN ENAMEL finish which gives 
the reflector a high degree of reflecting efficiency and a permanent 
white finish. It also has the proper cut-off angle to shield the 
lamps. These features, together with the correct position of the 
lamps, combine to give the extremely high light output for the two 
40-watt lamps of 76%. 


HEAVY STEEL HOUSING—The housing contains the highest grade 
certified ETL auxiliary equipment and electrical parts. Side vents 
are provided for the cool .. . efficient operation of the unit. 


SOCKET MOUNTING—The sockets are mounted on a seat angle : : 4 ; a 
so constructed that the sockets seat true and vertical . . . thereby SIMPLE MAINTENANCE—to an industrial + ieee - ee “¥ 
assuring perfect and positive alignment of the light tubes. The ged SMITHCRAFT PV2-40 brings to in ustry . unit that is 

really ‘tops’ in quick and easy servicing and installation. A few 
ACCESSIBLE STARTERS—Both starters are mounted on the outside 


turns of the two wing nuts release the reflector . . . allowing it to 
of the housing in full view and readily accessible. You simply reach hang on the internal chains. Thus the entire wiring and parts in 


up and with a twist of the wrist you remove the starters . . . or just the housing are exposed and the man on the ladder has both hands 
as easily replace it. free to do the necessary work with ease and without tension. 


=| MAXIMUM quantities of cool, soft, even 
=| LIGHT at the lowest operating cost 


A. L. SMITH IRON CO. cuetsea, mass. 
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ness, manufacturing starters, heat regulators and_ field 
rheostats. Several years after it was established this com- 
any merged with another young, aggressive organization, 
the American Rheostat Company of Milwaukee, and 
assumed its present name. Frank Bacon, one of the found- 
ers of American Rheostat, is today president of Cutler 
Hammer. 


Ilsco Copper Tube & Products, Inc.—Joseph Stubbers 
ganized this company in 1892 and was president for forty 
eight years until his death in 1940. At the present time his 
son, A. H. Stubbers, is vice president and sales manager. 
|. V. Pauly, son-in-law of Joseph Stubbers, is president 
today. In promoting the sale of its connectors, solderless 
lugs, copper tubing and fabricated tube parts Ilsco always 
has recognized the electrical wholesalers. 


Ward Leonard Electric Co.—Previously associated with the 
electrical industry as a contractor, H. Ward Leonard 
founded this manufacturing enterprise in 1892. An award 
received a year later at the Chicago Exposition, for the 
Vitrohm (vitreous enameled) rheostat, foreshadowed the 
lines along which the company since then has developed, 


1 


ind has grown to be one of the leaders in the field. 


45 YEARS 1897-1942 


Crouse-Hinds Company—During the forty-five years of its 
existence Crouse-Hinds has always stood for the finest in 
both quality of products and policy of distribution It 
points proudly to the fact that it has been managed con 
tinuously by those who founded it, built it, and still own it. 


Kellogg Switchboard & Supply Co.—Milo Gifford Kellogg, 
founder and first president of the company, has been ac 
tively associated with the telephone business since 1876 
In 1897 he turned his practical experience to the manu- 
lacturing and developing of new products when he organ 
ized the Kellog Switchboard & Supply Co., which today can 
boast of a million dollar plant especially designed to meet 
e particular requirements of telephone manufacturing. 


The Swartzbaugh Mfg. Company—Selling a combination 
sti cooker and canner of their own manufacture from 
se to house gave the founders of this business a start 
’ ears ago, and for many years afterwards hundreds of 
tudents worked their way through college, selling Swartz 
‘s Ideal Cooker. Swartzbaugh products today include 
domestic appliances, food conveying equipment and 
electrical products 


40 YEARS 1902-1942 


Bul!Dog Electric Products Co. Organized in Wheeling, 
Virginia in 1902 as the Mutual Electric & Machine Co. 
the trademark “BullDog, the Switch with the Power- 
ws.” In 1927 the company changed its name to the 
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present one in order to more closely associate the corporate 
name with the trademark. Today BullDog products rank 
among the leaders in the field. 


Edwin F. Guth Co.—A pioneer in the lighting business 
since 1902, Edwin F. Guth, the founder of this business, 
today is still active as president of the company. Until 
1923 known as the St. Louis Brass Mfg. Co., the Edwin F. 
Guth Company always has keyed its products to the 
demands of the market. When the lighting industry was 
in its infancy, Ed. Guth made fixtures that suited the carbon 
filament lamp Today the production of Guth lighting 
equipment includes incandescent and fluorescent units 
Three sons, Edwin Jr., Fred E. and James Guth are active in 
the company under the leadership of their father. 


Overbagh & Ayres Mfg. Co.—Already familiar with selling 
electrical materials and wholesaling, Franklin Overbagh 
turned to the manufacturing of lighting equipment in 1902, 
and with Frank E. Avres, formed the Overbagh & Ayres 
Mfg. Co. Two sons of Franklin Overbagh are with the 
company today—William F. Overbagh, president, and 
Alfred A. Overbagh, secretary and treasurer. 


Paragon Electric Company—-lo manufacture time switches 
and other electrical specialties, the Paragon Sellers Co. was 
formed in 1902 at Chicago by E. M. Platt, R. E. MacDuff, 


and E. E. Dewey. Today E. M. Platt is still president 
Also active in the concern are his two sons, Edward V. and 
George J. Platt. The company’s line of products has been 


steadily expanded to meet the needs of the field. 


Steel City Electric Co—During 1902 a partnership was 
formed by W. I. Patterson, J. M. Fullman, A. K. Springer, 
and George Mathieu for the purpose of manufacturing 
certain electrical specialties. Headquarters were established 
in the city of Pittsburgh at the Imperial Power building 
The business was incorporated in 1904 as Steel City Electric 
Co. W. I. Patterson, its president, is the only one from 
the original group active in the company today From its 
modest beginnings the company has grown steadily and now 
is one of the largest in the field. 


39 YEARS 1907-1942 © 


National Enameling and Manufacturing Co.—In Youngs 
town Ohio, 1907, William Wilkoff and U. S. Armstrong 
decided to launch a new business to manufacture electrical 
products. A continuous record of growth was interrupted 
when their first plant was destroyed by fire in 1914. A new 
partnership was formed a year later at Etna by U. S. Arm- 
strong, B. B. White and John S. Patterson. Through the 
years, National Enameling has specialized in manufacturing 
various types of rigid conduit. 
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30 YEARS 1912-1942 


Commercial Credit Company—Alexander Edward Duncan, 
airman of the board, is the one individual solely respon 
sible for starting this business which was founded in Balti 
more in 1912, to render what was then a comparatively new 
yanking service to business. The company has scored a 
tremendous growth, but best measure of its success is the 
yyalty of its original employees, who thirty years after its 
founding, are found in key spots in the organization today 
{mong these are Harry b. Mathews, vice president, E. C. 
\Wareheim, exec. vice president and Miss A. C. MacWilliams 


The Frankelite Company—J his organization was started by 
two brothers, Harry and David Frankel and, of the original 
founders, David is now president of the company. Since 
1912 many new products have been added to the original 
Frankelite line of lighting equipment and electrical supplies 


The Paine Company—Since its inception, this company has 
een increasingly successful in producing and marketing 
for the building trade such products as toggle, expansion 
bolts, and other metal specialties. H. M. Paine who started 
the business at Glen Ellyn, Illinois in 1912 is active today, 
ilthough the firm is now located in Chicago. 


Pittsburgh Reflector Co.— With a patented silvered mirror 
reflector as the basic product, Eugene S. Simons entered 
the lighting field when carbon lamps were popular. In the 
vears since then, the company has built its business around 
various types of reflectors, expanding into the manufacture 
of holders, built-in lighting units, “colorites,” interior spots 
ind flashlights, theater lighting equipment and fluorescent 
lamp fixtures. As in the beginning, so today the activities 
of the company are directed by E. W. Simons, brother oi 
Eugene S. Simons. 


Warren Telechron Company—Henry Warren, now presi 
dent of the company, first began manufacturing in 1912 at 
Ashland, Mass. Two years later the business was incorpo 
rated under the name of Warren Clock Co. It was not until 
1926 that the company assumed its present name in order 
to more closely identify the concern with its chief product, 
the “Telechron” clock. 


25 YEARS = 1917-1942 


Acme Electric & Manufacturing Co.—The present company, 
manufacturers of transformers, was incorporated in August, 
1919, to succeed the Acme Electric and Machine Co. which 
was started in 1917 at Cleveland, Ohio. Among the original 
founders were G. R. Hillstrom, president, and C. H. Bunch, 
secretary and treasurer of the company today. 


Fostoria Pressed Steel Corporation—In 1917 the call for 
replacement automobile fenders was so great that C. D 
formed the Fostoria Pressed Steel Corp. Later, new 
rtunities beckoned which the management promptly 
expored. Proof of the flexibility and alertness of this com 
Pan's operations is found in its fine record of performance 


Multi Electrical CoC. T. McDonald, president of the 
Mivany, was chiefly responsible for starting this business 
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in 1917 at 800 Fulton Street, Chicago. Multi Electrical’s 
lighting equipment and wiring supplies are widely used 


North American Electric Lamp Co.—In 1917 four men, |. H 
Cohn, George Betzner, A. E. Glass, and Charles M. Ric 
organized this company in St. Louis, Mo. to manufacturé 
lighting equipment. Of the original founders, there remains 
with the company Chas. M. Rice, and Ella O. Cohn, widow 
of I. H. Cohn. The many lighting specialties made b 
North Americat 


enjoy a wide distribution 


Trico Fuse Mfg. Co.—To build quality products of distin 
tive design has been the policy of the Trico Fuse Mfg. ¢ 
ever since O. H. Jung and F. C. Geller first started the 
business. Trico’s growth from a concern using barely 2,000 
square feet of floor space 1n 1917, to its present plant of 
over 40,000 square feet is evidence of the wide acceptance 
of its products. Both original founders, Jung and Geiler, ar 
active in the company today 


20 YEARS 1922-1942 


Globe Lighting Fixture Co.—T wenty years of service to tl 
electrical industry has been chalked up to the credit of this 
enterprise which today manufactures modern lighting 
equipment. Organized in New York City by Max and 
Isidor Rosenblatt, the two founders are still active in the 
company. 


Gruber Bros.—Since 1922, the Gruber brothers, H. J. Grube: 
and M. D. Gruber, have concentrated on manufacturing ele¢ 
tric fixtures for the lighting industry. Today both brothers 
are still connected with the company 


Halcolite Company—Three men, Morris Levitan, Matthew 
\aron, and Max Held pooled their resources and launched 
this company as a new business in New York City in 1922 
Today the company continues to manufacture lighting fix 
tures with the founders in key positions. 


Quadrangle Mfg. Co.—Twenty years ago in Chicago, at a 
meeting held in the Great Northern Hotel, four men put 
their heads together, and organized the Quadrangle Mfg 
Co. to manufacture commercial hangers. .Since the start 
with that single product, many new ones have been added to 
the line so that today more than 1000 items are in the Quad 
rangle line. Of the original “Quad,” Messrs. D. E. Worre! 
George Arras, and E. Laymon are still active in the business 


Tork Clock Company Inc.—Tork time clocks were first 
manufactured in the spring of 1922 by E. Cantelo White 
and offered for sale through wholesalers. Offices were 
located in Brooklyn. This company had originally started 
in business producing hand-wound clocks but today manu 
factures chiefly electric clocks and clock controlled switches 
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A McGraw-Hill Service 


330 West 42nd Street, 
New York, N. Y. 
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| Savin 
Helps 


crap Paper 


in Lhis War 


By Russell L. Test” 


[he salesman can help the country’s war effort by promoting 


salvage and conservation drives among his industrial customers 














R-U-DOING 
| YOUR PART 
| TO SAVE PAPER 

















SCRAP PAPER SAVED 


| MEANS FUTURE PAY 
| DOROTHY BROWN 














PRACTICE PAPER 
| ECONOMY 

| OR LOAF 

| VIRGINIA JAMES 

















| DON’T WAIT UNTIL 
TOMORROW 
|} SAVE PAPER TODAY 
| J. KUZIENSKY 
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DOT BROWN 














A BUNOLE OF PAPER 

WILL NOT WIN THE WAR 
BUT A BUNDLE A DAY 
WILL MOVE UP THE SCORE 














BROMWICH 
(o3r ( OES Wforns 


WHEN YOU DESTROY 
SCRAP PAPER 
BROMWICH 




















lhe slogans above are reproductions 


if rubber stamps, authored by em- 
loyees, which are applied to pay 
nvelopes, memos, etc., to promote 


he drive. 






HE wholesaler’s salesman dur- 

ing his calls at industrial plants 

and other establishments is in a 
fortunate position to act as a cru- 
sader for the Government’s all-im- 
portant and 
drive. 


salvage conservation 

To keep this country’s production 
for victory going at top speed, in- 
dustry needs the maximum of cer- 
tain basic materials. These can be 
obtained by conserving the current 
supply through elimination of waste, 
and by an intensive salvage of scrap. 
Waste paper, old iron and used tin 
cans are but a few of the materials 
being reclaimed and quickly con- 
verted into materiel of war. 

In the normal activity of his busi- 
ness the salesman can find many 
ways to aid the salvage drive if he 
will make it a point to know what is 
needed and what should be done to 
either conserve vital material or to 
salvage that which is needed back in 
industry. He can 
customers many ways for them to 
help the government’s campaign. 

Intelligent handling of the salvage 


suggest to his 


and conservation program of an in- 
dustrial firm can achieve excellent 
results. The salesman will get some 
ideas for suggestion to his customers 
from the work being done at the 
Charleroi, Pa., plant of the Corning 
Glass Works. 

Last October, the 
there realized that there was a short 
age of corrugated paper and pros- 


Manageme it 


pects of a more critical shortage in 


* Manager, Lighting Section, Corning 
Glass Works, Charleroi, Pa. 
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the near future if the paper mills 
did not get more scrap material. In 
order to enlist the forces of the 
plant, a paper conservator was ap 
Organization of the drive 
selection of 24 


members from various departments. 


pointed. 
was based on the 
This group meets as a committee 
every two weeks to suggest to their 
fellow workers how to avoid wasting 
paper. They also suggest to the 


management ways and means of 
using less paper in the cartons by 
rearranging the interior packing or 
by increasing the size of the pack 
ages. 

It was felt that the interest and 
activity of the employees would not 
be utilized in full if the campaign 
was permitted to operate within the 
plant alone. Employees brought 
from their homes clean waste paper, 
newspapers and magazines. Through 
the Chamber of Commerce, local 
merchants were enlisted to save all 
scrap paper for collection. Then the 
Boy Scouts were organized to visit 
private homes two weeks. 
Consequently, scrap paper is being 
collected by the carload in Charle- 


roi. Corning handles the shipment 


every 


and sale, remitting the proceeds to 
the collectors. 

It is easy to visualize from this 
one example what a large amount of 
scrap paper is available in this coun- 
try. And also what a benefit it would 
be to our war production effort to 
have an equally intensive collection 
drive instituted by every industrial 
plant. Most companies are willing 
to cooperate. All they need is 
someone to get them started. 









SWICHEOME. that STRETCR 


»-.-- KEEP PACE with EXPANSION 





TRUMBULL 


“CONTROL CENTER” 


DEAD FRONT SWITCHBOARDS 






Ideal equipment for new war industry 





buildings . . . and for quick and inexpen- 






sive re-wiring of industrial buildings that 






need more circuits in less space to meet 






war production needs, with a minimum ex- 






penditure of vital materials. 






Not only does Trumbull ‘Control Cente: 






unit design permit compact assembly of 






efficient, safe, switchboards in minimum 






time, but its plug-in units permit easy 






changes or expansion of the basic layout. 







Trumbull “Control Center’’ Units are in- 
dividually enclosed, Quick-Make and 


Quick-Break, interlocked switches or circuit 







breakers. Fusible units have convertible 






fuse spacing. 


















“Control Center’’ units are rated 30 to 200 ampere, fusible Save engineering — simplify purchasing increase flex- 
and non-fusible, or 15 to 225 ampere circuit breaker type. ibility and get into production with Trumbull ‘‘Control 
> = | “re - 9° ‘ . ° e 

All current carrying parts are silvered to eliminate oxidi Centers’ now available in units including switches and circuit 







zation. Non-carbonizing insulating material throughout. 
Switch units may be combined with motor starters, con- 





breakers, as well as combination motor starters and dis- 







connects (motor control centers). 










tactors, relays or meters as specified. 


\\\ \ TRUMBULL PLAINVILLE | » 
LELEC. MFG. CO CONN. USA 


ELECTRIC MANUFACTURING COMPANY 
PLAINVILLE, CONN, I 


OTHER FACTORIES AT NORWOOD (CINN.)O. — SEATTLE — SAN FRANCISCO — LOS ANGELES — TRENTON, N. J. (PORCELAIN) 
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ANSWERING THE CALL TO 
CONSERVE THE MORE CRITICAL 
MATERIALS FOR WAR NEEDS 


OUTSTANDING LINE OF 


NEW FLOODLIGHTS 


7 


SH gee 


‘Hine 


Why egy" 


vetee! 


' 


SEVERE Ginter 300 to 1500 Watt—Out- 
stan in ° 
DOME REFLECTOR bm ing efficiency and ease of installa 
Dust-Tight, Cool-Operat- 150—200 Watt 

ing, Dust Shedding—used 300—500 Watt 

180° Fresnel Lens—Wide Fresnel Floodlight — a in arsenals, loading 750—1000 Watt 

Angle Floodlight — orig- very desirable unit for plants, ete. Something 750—1000—i500 Watt 

mated by REVERE for airplane hangar use, new in principle. Under- Enclosed Type Floodlights 

Protective Lighting. bridges, approaches, writers approved — Class Have many exclusive RE- 

Available in 4. styles. docks, yards, etc. 2, Group G Locations. VERE features. 


REVERE engineering assures high efficiency, long life, ease of 


installation and maintenance. 


Effective jobber cooperation enables you to meet all lighting require- 


ments for Industrial, Army and Navy needs. 


Fortify yourself with REVERE Catalog supplements and prices to 


get your share of the vast amount of floodlighting business being ee. an 


“ light—in combination with single 
placed daily. 


Write to Dept. WS-542 | 


REVERE Hinged Fiood- 


REVERE ELECTRIC MFG.CO. Pe ll 


\ P. e. 
2935 NORTH PAULINA STREET: CHICAGO the "greatest bo 
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= communications open—keeping power flowing—are 
mighty important jobs today. These jobs would be impossible 
without the lineman and electrician whose experience and skill 
are serving their country so ably. 

That these men use and prefer Klein equipment is an excellent 
testimony. “Klein” to them is an overall specification—a word 
that means highest in quality whether applied to pliers or climb- 
ers, safety belts or straps, grips or other electrician’s tools. 


ASK YOUR SUPPLIER 
Foreign Distributor: International Standard Electric Corp., New York 


4 & Sons 
stanton 157 


B <a 





98 








REFLECTOR 








The 1!U-260 industrial type fluorescent 
unit has a one-piece removable reflector 
in which simplified construction is de- 
signed for ease of maintenance and re- 
pair with wiring, auxiliaries and starters 
mounted in the raceway above it. 
Reflecting surfaces are finished in ‘'Plas- 
tox'' white which may be washed or 
cleaned with fluids. Furnished for both 
chain suspension and rigid suspension. 
Spero Electric Corp., Cleveland, Ohio. 
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TRANSFORMERS 





The company's line of Indoor Air-Cooled 
Power Circuit Transformers has been er 
tended to include capacities from 25 to 
150 VA inclusive for operating 115 volt 
devices from 230, 460 or 575 volt power 
circuits. For operation of lighting cir- 
cuits, individual lighting for machine 
tools, welding machines and for 115 volt 
electrical devices such as small motor: 
driven equipment, magnets, etc. Jeffer- 
son Electric Company, Bellwood, Il! 
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FLUORESCENT LAMPS 





6 and 8-watt, designed for instrument 
panels, in counter lighting, bed lamps, 
desk lamps, artistic direct or indirect 
illumination of mirrors, pictures, walls, 
etc. Circuit for connecting them on |10- 
125 volt a.c. lines is the same as the 
standard = single-lamp circuit. Both 
claimed to have an average rated life 
of 750 hours. Hygrade-Sylvania Corp., 
New York, N. Y. 
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INDUSTRIAL LIGHT 








Heavy duty adjustable light is furnished 
with single or double fluorescent tubes 
or for incandescent bulb. Fittings are 
aveilable for bench or wall mounting, 
dreughting board, floor stand or attach- 








ment to regular electrical box. Pipe 
used is standard electrical size so user 
can lengthen as desired from his stock. 
North American Mfg. Co., Chicago. 
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PLUG-IN DISTRIBUTION SYSTEM—— 





To provide accessible electrical energy 
in a convenient and economical manner, 
Saflex Plug-in Duct is available in ca- 
pacities of 250, 375, 500, 750 and 1000 
amp., in 2 and 3-wire single phase, 3- 
phase and 4-wire service. Six openings 
are provided on each side of a 10 ft. 
length of Saflex Duct and will accommo- 
date 12 plug-in units. Square D Com- 
pany, Switch and Panel Division, Detroit, 
Mich. 
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CONTROL CENTER SWITCHBOARDS 


A line of “Control Cen- 
ter" switchboards of a 
construction similar to 
the company's motor 
control centers which 
provide flexibility and 
convertibility consists 
of an assorted assem- 
bly of switch or circuit 
breaker units, 30 to 200 
amp. capacity in ver- 
tical section troughs, in 
which power is supplied 
through the busbar. 
The Trumbull Electric 
Mfg. Co., Plainville, 


Conn. 





event,” WHOLESALER’S SALESMAN 






1942 — WHOLESALER’S SALESMAN 


FLUORESCENT UNIT 








The Trucolite is now available with egg- 
crate louvres or diffusing glass bottom. 
The louvres permit strong downlight with 
comfortable shielding at all normal 
angles of vision. The glass shield is 
prismed glass which diffuses and trans- 
mits the light yet presents low-surface 
brightness. Drop-hinge for convenient 
relamping, cleaning, etc. Edwin F. Guth 
Co., St. Louis, Mo. 
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FLOODLIGHT 








Developed for applications where ex- 
plosive dust is present, the outer hous- 
ing is designed so that dust cannot ac- 
cumulate; cast lens ring has clips which 
are very noticeable if left open and 
lamp is not locked shut; Inner reflector 
is designed to induce circulation of air 
inside the unit in order to dissipate heat. 
Available in 75-100 and 150-200 watt 
sizes. Revere Electric Mfg. Co., 2949 
N. Paulina St., Chicago. 
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S IPPOSE better illumi- 


nation could multiply 


the production of our six million war 
workers by only 3%! That alone 
would add 360,000,000 man-hours 
to America’s war effort this year. It’s 
like adding 3% more workers. 

Yet, 3% is a conservative estimate 
of what better illumination actually 
does to increase production of men 
and machines. At the same time, it 
reduces spoilage and promotes 
greater safety. 

To answer the need for higher 
lighting intensities in large indus- 
trial interiors, Goodrich announces 
the new Highlite Reflector, shown 
at right. It provides good diffusion, 
minimizes glare, softens shadows 
and spreads a uniform high intensity 
of light over a large working area. 


This high-bay re- 





flector is but one of 
the complete Good- 
rich line which in- 





SOLD ONLY THROUGH ELECTRICAL WHOLESALERS 





GENERAL OFFICES AND FACTORY: 4610 BELLE PLAINE AVENUE, CHICAGO, 





100 










cludes all approved RLM fixtures as 
well as hundreds of sizes and styles 
of incandescent and fluorescent fix- 
tures to meet every industrial need. 


Protecting vital plants with flood- 
lighting—saving man-hours in 
production — Goodrich industrial 
fixtures are serving America’s war 
effort everywhere. 

















Goodrich Highlite Reflector 


RI c 4 


! 1PAL 





ILL. 





More Space for 
Steel City Electric 


\ new two-story building, suppk 
menting the plant of the Steel Cit 
Electric Co., Pittsburg, Pa., has just 
been completed. It will provide fc 
the company more office space as we 
as additional manufacturing facilitic 














NEW BUILDING FOR STEBER 
Manufacturing Company, Chicago, IIl., 
provides them with more than 40,000 
square feet of space. It is a new 
structure owned by the firm at 2451 
N. Sacramento Ave. 





Meyberg Trains Men 
To Handle Supply Lines 


As part of the process of converting 
from a strictly merchandise distributor 
to a supply wholesaler, the Leo J. 
Meyberg Co. of San Francisco is con- 
ducting a training course for its sales 
and staff employees to acquaint them 
with the new lines they are to carry 

Seventeen members of the organiza 
tion, as well as the department man- 
agers, are taking a 9-week course at 
Heald’s Engineering School where 
they receive two-hour courses twice 
a week, according to Al Meyer, vice 
president and general manager of the 
company. 

Under the instruction of Frank 
Farmer, they get a practical course 
to give them the basic fundamental 
knowledge of electricity and to acquaint 
them with the trade terms, functions 
of motors, relays and other equipment 

To coordinate the training with th 
products they are to carry, the regular 
Monday morning sales meetings are 
then addressed by factory representa- 
tives to give them specific product in 
formation. 

According to William Lancaster, 
sales manager, it is not the purpose to 
make electrical experts of the stat, 
but to acquaint them with the uses and 
applications of the new lines the com- 
pany has taken on since the supply 0! 
appliances has been curtailed. 
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GE President Sees 


Conversion Progress e 
Charles E. Wilson, president of CGY VITAL 


General Electric Company, recently 
made an inspection tour of the com- MATERIALS re nd Teh Aa We 
pany’s plant at Bridgeport, Conn., 

ere, with officers of the U. S. Armed 
Forces, he inspected the progress be- 

made in converting all facilities 
to the production of war material. The 
plant formerly turned out the GE line 
f washers, ironers, civilian radios and 
ther consumer goods. 

Under the rules applying to anyone 
entering restricted areas today, Mr. 
Wilson was fingerprinted and _ thor- 
uughly questioned on his reasons for 
seeking entry. 

\fter the tour he praised the ay 
ince manufacturing personnel for t 
speedy conversion accomplishments. 

“Because this is war time,” Mr. 
Wilson said, “we are not as free as we 

ight be to discuss the facts of pro- 
duction in terms of men, dollars, raw | 
naterials, and products. | 

“This plant will be completely en- | 
rolled against the aggressors 3 
we have a determined family of more 
than 130,000, about 50 percent more 





than a year ago, all committed to do 





this job. And I must admit to a 
| 
| 
I | 
| Properly designed, constructed and tested Fluorescent Lamp 
Ballasts are a present day conservation must. Approved 


Ballasts save on war-valuable materials because they give 
longer service and also lengthen lamp life by delivering pro- 
per starting current and a constant power flow. Then too, 
Certified Ballasts will give maximum lighting efficiency with 





lowest power loss. 


Charles E. Wilson, G.E. president, 
left, being fingerprinted on entering Save on essential lamp and ballast materials as well as val- 


Bridgeport factory. vable power. Insist that all Fluorescent Ballasts you install bear 


the three seals that stand for long performance— UL) for 
Safety: ey for Operating Standards: CR for Quality. De- 
signed for long lamp and ballast life, constructed on auto- 
matic equipment for accuracy and constantly tested for close 





1S un family pride in the brains, 
t ‘ulous skill and wealth of energy 
he fellow Americans, neighbors 

urs, which are enabling them to 

, tu ut in quantities and speeds never 


; ' tolerances, Chicago Transformer Certified Ballasts will give 
re imagined that variety of wea- 


1 


for the armed might of this 
lic which includes switchgear, 


you Fluorescent Lighting at its best. 


superchargers for high-flying 
ers, powerful turbines for the 
aeronautical instruments, giant 


,aeronautic s, gia CHICAGO TRANSFORMER 
lights, ordnance control, radio 


nitters and receivers, gun mounts | COR P GeATIO N 
1OV itzve S 2lac ric; ~ os r S. 
witzers, electrical flying suits, | 3501 WEST ADDISON STREET «© CHICAGO 


ist amounts of plastics, motors, 
itors, wire and cable.” 
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LATROBE 


: : 


FLOOR BOXES 












WATERTIGHT BOX 


Here is a cut-away view of the No. 110 
Watertight Box showing how the tapered unit 
receptacle fits tapered opening in top of box 
body. This box is constructed of fewest num- 
ber of parts, may be installed quickly, pro- 
| vides ample wire space inside the box and 
makes a safer job. 








Latrobe Floor Boxes and Wiring Specialties are definitely 
cooperating in the war effort. 

Decreased installation time, flexibility of use, safety, durability 
and long service are time-saving contributions toward greater 
production. 

The Latrobe line is complete, including approved types for com- 
mercial, industrial and residential jobs. 



















GANG NOZZLES FOR 

ADJUSTABLE BOXES FLOOR OUTLETS 
PIPE OR CONDUIT No. 252-R Floor Box with Models for all types of 
HANGERS No. 208 and No. 207 Noz- Latrobe Watertight Floor 
No. 70 hanger handles zles. Minimum height to Outlets. No. 285 is a 
Vo", %'' and I" pipe to top of cover plate 3'/,"'. double duplex receptacle 
steel beams %" thic' Box bodies 3'' high. Shal- nozzle, with '/2'' brass 
Turns freely. No drilling lower boxes furnished pipe extension. Furnished 
or use of straps when required. also with %4'' pipe exten- 






sion. 





Check your stock and let us know your requirements. 





We will make every effort to ship when wanted. 












LATROBE . . . PENNSYLVANIA 












Non-rubber Bus Drop 
Cable Available 


\ new non-rubber, flexible Flame 
Bus Drop Cable for 600-volt bran 
circuits has been announced. Besic 
using no rubber, it requires no condu 
thereby saving steel. Unlike rubb 
the synthetic used for the insulation 
highly resistant to oils and coolant 
and will not support flame. It is ea 


to handle, easy to bend, and 1s resistant 


to abrasion. 

By use of this low-cost bus-dri 
cable, which is manufactured by tl 
Wire and Cable Division of the Ger 
eral Electric Company, connect 
from bus to machine can be made at 
saving in installation time and n 
terials. One end of the cable is 
serted into a knockout of the plug-ir 




















Top phoio: how new Bus-drop is used 
in machine circuit. Bottom photo: 


close-up of Bus-drop. 





fitting possible. 

The cable is then run horizontally 
to a point above the machine. Her 
the cable is looped through, and is sup 


ported by, a porcelain spool insulator 


connected by a spring to a supporting 
wire. The cable then drops, to ter- 
minate at the switch box of the mach 
ine tool—again with the use of al 
inexpensive squeeze-type fitting. 


New Tube Plant 


For its use in the manufacture 





radio tubes, the Hygrade Sylvania 
Corporation has purchased a new plam 
at Mill Hall, Pa. Operation is ex- 
pected to begin within a few months, 


| using a high percentage of female « 


| 
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' 


ployees for the manufacture operati 
Mr. C. A. Haines, who has been suj 


intendent of the Salem Tube Plant, 


will be in charge of manufactur¢ 


Mill Hall. 


box of the bus system, simply by using 
a conventional squeeze-type fitting 
The high resistance of Flamanol to oils 
and corrosives makes the use of this 
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M. N. Waterman Heads 
WPB Lighting & Fixtures | 


Marshall N. 


the Lighting 


The appointment of 
Waterman as Chief of 


| Fixtures Section of the WPB 
Building Materials Branch has been 


innounced by John L. 
the Branch. 

Mr. Waterman, who © succeeds 
Charles L. Harold who has been trans 
ferred to the Bureau of Industrial 
Conservation, is an electrical engineer. 
For the past 15 vears he has been in 
harge of the lighting application work 
f the Central Hudson Gas and Elec 

> Corporation. 


Haynes, Chief 


War Bonds 
As Prizes 


In recognition of outstanding effort 
1 the sale of radio tubes in the New 
York Area, war bonds will supplant 


the contemplated excursion trip to 
Pikes Peak which the Metropolitan 
Distributing Branch, GE radio tube 
distributor for New York, had an- 


nounced prior to Pearl Harbor. Earle 
Poorman, manager of the Branch at 
570 Lexington Ave., reports that dis- 
tributors are enthusiastic in their ap- 
proval of the conversion to war bonds. 


The Metropolitan Distribut- 
ing Branch has also issued to its radio 
dealers a new red, white and blue 
poster. These list the GE radio models 


ind provide space for inserting the 
prices as approved by the OPA. 








IN THE NAVY for the duration is 


H. V. “Von” Brandenburg, well- 
kn vn salesman for Sangamo Electric 
Co. He had been with Sangamo for 


eleven years before taking this leave. 


May 
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LET'S GET DOWN TO CASES 


ON THE MATTER OF 


Lehtig 0 


In the rush and bustle of business as it is being 


conducted today, we 


must not overlook the record 


of acceptance of those many firms with whom we 
do business, and the products that they make. 
SPERO products, designed for lighting for VICTORY, 
are bought with prerequisites of quality and de- 
pendability, but do not overlook their record. 


SPERO invites you in to look. . 
DOWN TO CASES. Five lines of products . 


. SO LET'S GET 


.. here 


is their record of acceptance in war plants and 


projects. 
% REFLECTORS 


*Iowa Ordnance Plant 
*Camp Carson 

Camp Shelby 

Camp Kelmer 

“Wheeler Shipbuilding Co. 
Arkansas Ordnance Plant 


% FLOODLIGHTS 


“American Shipbuilding Co. 
“Wheeler Shipbuilding Co. 
U. S. Naval Air Station 
Brooklyn Navy Yards 
Federal Office Building 
“Goodyear Aircraft Co. 
Fort Monmouth 


% MATERIALS FOR 


*Iowa Ordnance Plant 
“Camp Carson 

Camp Swift 

Aluminum Corp. of America 


Lawton Housing Corp. (Defense 


Housing) 
Warner & Swasey Co. 
Wright Aeronautical Corp. 







THE SPERO ELECTRIC CORPORATION 
CLEVELAND,OHIO 


18222 LANKEN 


oe 


% FLUORESCENT 


Douglas Aircraft Co. 

Timken Ordnance Co. 
Cleveland Tractor Co. 

“Goodyear Aircraft Co. 

Chrysler Bomber Plant 
*B. F. Goodrich Co. 


% VAPOR PROOF UNI.S 


"Naval Ammunition Depot 
Louisiana Shipyards, Inc. 
*Iowa Ordnance Plant 
Camp Lee 

U.S.O. Building (4 projects 
Navy Yard Barracks 
Middleton Air Depot 


ELECTRICAL CONSTRUCTIC!) 


“Goodyear Aircraft Co. 
*Goodrich Co. 

Republic Steel Co. 

Ford Bomber Plant 
Consolidated Aircraft 
"Naval Ammunition Depot 
Firestone Tire & Rubber Co. 
Allis-Chalmers Mfg. Co. 


Denotes more than one line purchased for the same job. 





MES 


Products 


AGE. ® 











NEW ARMY DUTIES for Major 


John Slezak, who is on leave as 
president of the Turner Brass Works, 
Sycamore, Ill. He has been made 
Chief of the Tank and Combat 
Vehicles Division of the Chicago 


B EAR j N G THE Ordnance District. 


E EL MM AB EL R. F. Hartenstein Joins 


YOU SELL CUSTOMER Hygrade Sylvania Staff 


Mr. Chas. G. Pyle, General Sales 
Manager of the Lighting Division 
the Hygrade Sylvania Corporation has 
announced the appointment of Mr. R 
F, Hartenstein as special representa 
tive for Hygrade. He will spend the 





@® QUAD Units all have 
correct basic design and 
construction features. The 


RLM Label on QUAD 


Lighting Units assures your customers of 


modern, correct, and high quality commer- 

cial and industrial lighting. It’s the line NO. 1184-M 
that will be popular tomorrow as well as RLM THREADED 
today. DOME REFLECTOR 


R. F. Hartenstein. 


| major part of his time getting 


touch with the commercial depart 
. of various utilities throughout 


Mgrs. of Incandescent and Pluorescent Lighting Equipment (—_-_ im 


Hartenstein was formerly 


32 $0. PEORIA ST. CHICAGO, ILL. director of lighting for the Ohio 


son Company, Akron, Ohio. 
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Williamson and Fisher 
New Heads at Wesco 


[The advancement of Walter Wil- 
liamson to the position of executive 
vice president of the Westinghouse 
Electric Supply Company has been 
made public by the board of directors. 
At the same time, B. W. Clark, presi- 
dent of the company, announced the 
election of John H. Fisher to the board 
of directors and to the position of gen- 
eral manager. 

Mr. Williamson will be in charge of 
overall administration while Mr. 
Fisher will direct field operations in 
the company’s 79 branch offices. 

Since 1910, Mr. Williamson has 
been active in the electrical supply 
business. He joined Westinghouse in 
1926 when the company took over the 

















































Au Porcelain 


C Wir 


@ An ILLINOIS Porcelain 





OUTLET BOXES System enables you to do an 
. Giased and woghened styles outstanding modern wiring 
sianbaeis ef dunaesiets. job—you are afforded every 
f a oe < advantage in making easier, 
screws. High mechanica safer, more convenient, and 

and electrical efficiency. . 
| efficient layouts — you can 
pe’ guarantee these porcelain 
2 systems for longest service 
R life, for safety, and for 
o aaa greatest all round satisfac- 
wd tion. Porcelain does not rust 
ising nd the clining, OF _-corrode. It is a logical 
tion of all grounding has- wiring material because it 
ity white porcelain, Metal conserves steel, zinc, cop- 
Walter Williamson. or nae ggg Mg Bac per, rubber. Grounding is 
for receiving screws of unnecessary when you use 
; eattas hey this system. Clamps are not 
= \lpha Electric Co. in New York, a cabler? Specty’ and use —-Fequired for porcelain boxes. 
: mcern he headed. He continued as them When you sell your next wir- 


general manager of the eastern dis- ing, sell an ALL Porcelain 


ict until 1930, then became man- System. 
ager of supply sales for the entire com STANDARD TUSES 
pal 938 . ac electe Be In sizes '/2 to 48 inches, 
3 pany. In 193 he wa elected vice 0/i4; te Sieh dese TOGGLE SWITCH 
- president, responsible tor development eter in following types: PLATE 
of of the c ‘ rss arat ‘ 1 lv unglazed, glazed, split, 
e € company s apparatus and supply floor, split floor, head- All porcelain with 
uSINess. less, curved end, cross- beveled edge and 
lol = : : a . over split, and cross- decorative pattern 
John H. Fisher has been active in over. Diameters all on face, 
the Agent Jobbers Association and uniform both Inside 
<n A . and outside. 
served as its president for several years 
as well as chairman of the lighting CLEATS 
committee. He is a native of Dover, Standard one, two, 
Del , and three - wire 








His career with Westinghouse 
1 ‘ . types. 
vegan in 1911 when be became an ap- 
prentice with the parent Westinghouse 
Electric and Manufacturing Co. He 
went to the Supply Company in 1911 


+ 





KNOBS 


Cement coated — nail Lf ; 

—genuine leather- 

washer — code stand- 

ard. They don't chip d 

when driven in and raast mana 

they stay in place. Biull Dag 
ase 


(STERED 





rve as sales clerk and city sales- 
in the middle Atlantic district 
at Philadelphia. 

1922 Mr. Fisher was made man- 
iger of the radio department in Phila- 
elphia, then eight years later manager 





OIS EvectRic PORCELAIN Co. 


t] I the middle Atlantic district. In 1941 MB. ILLINOIS 
<di- q ‘ame manager of the northwest- | MACOMB, 


€rn istrict at Chicago. 
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"You have ALL Types MQ 90- Am. Sight Group 


of Tees @ To Hear Dr. Luckiesh prem 
to choose from— Dr. Mathew Luckiesh, director of wr for defense 


Lighting Research Laboratory at Gen- _—\—__—| JIFFY Solder Dipper 

eral Electric’s lamp department, Cleve SAVES SOLDER on every 

land, is scheduled to leave on June | job. Heats quickly. Sol- 
se ~ . . : - | ders 50 joints with one 

18 for a 15,000 mile air trip to South nce 

America. An announcement from Nela } 

Park terms him “an ambassador of JIFFY 

light and sight” because the main pur Pipe Bender Vise 

pose ot his trip is to make the main Saves time. Makes diffi- 





a ’ Ht -y cult bends perfectly on '/, 
—in the COMPLETE line’ (le) 3 , and %"' pipe. Vise takes 


pipe 
All in one catalog, for your handy 
selection — every good type of tee a i. ) - 
connector. .. Each one carefully de- 4 JIFFY Hole Cutter 
signed and tested, and manufactured ; f Cuts round holes %4" to 
under rigid engineering supervision. : ’ {yt 6" dia. in steel boxes, 

; panelboards, etc. DRILL 

atest. te PRESS style for shop work 
HFM, ttt petra , “ans same diameters as above. 
2-bolt hinged clamp for ; 
the main. One or more : } -_ JIFFY Snapin Blanks 
branches can be con- - ’ A 
nected afterward. Mul- 
ti-slit tapered sleeve , i 
assures permanent grip | } piece. Approved. 
on branch. 


Close up knockouts in ser- 
vice and outlet boxes. One 


Jiffy Line tools are serving 
in defense plants saving 
time and scarce materials. 


; Tell your industrial cus- 
Penn-Union Hinged tomers about JIFFY. 
E-Z Tee takes a wide ; 

range of branch sizes. Write for circular 


tensa aap, eo CLYDE W. LINT 


connections can be 100 So. Jefferson St. CHICAGO 
made at any time, 











address at » Fifst Inter-American 
Conference on the Prevention of Blind 
cl r T ness at Rio de Janeiro, July 1 to 5. 
amp Type Tees for — . I RE gia RISA eek 
aft cus of tubina end Dr. Luckiesh will return about July 
cable—a complete line. 20th, following stops at the principle 
one contact sur- cities of Argentina, Brazil, Uruguay, 
aces. ‘ “— s - 
and possibly Chile. 

This good-neighbor flight was in 
Types for All Combinations : spired by an invitation received trom 
—for connecting flat bar, run Dr. Nelson Moura Brasil do \maral, 
or tap, to tubing or cable. esid = National Teague for 
Also “general utility” tees . president ol the ) ational ague fol 
that take a wide range of x the prevention ot blindness. 

conduct si : : : 
a Dr. Luckiesh is well known through- 
ao ut the world as an outstanding auth 

Penn - Union — : ‘ -- 
E-Z Tee is ority on light, lighting and seeing. He 
ideal for ac- rriginated radically new concepts ol 


commodating a large range 2 , - rt : , 

of conductor sizes on both F seeing. The world-wide Better Light : ea 

the main and branch. Will ° > » Siot ta received 

not loosen. 2, 3 or 4-post. etter Sight movement receive i 

, , much of its inspiration from the quar 
Penn-Union fittings are preferred o ; ape : - 
by utilities. industrials. electrical , ter ot a century Of WOrk and research Strong Time-Lag 

, ’ ° ™ ° . - 

manufacturers, contractors—because accomplished by Dr. Luckiesh and his 


they have found that Penn-Union fam =| colleagues. He, alone, has authored Pat 2 TO 5 TIMES 


on a fitting is their best guarantee 


c - \ books Oo ig “o1or 
of Dependability. twenty-two book n light, color, , Normal Current 


health, vision and seeing, and also 

PENN-UNION rs received many degrees for his numer 

ELECTRIC CORPORATION ous contributions to scientific progress 
ERIE, PA. Sold by Leading Jobbers and human welfare. 

: . End Needless 


Fuse Blowing 
e Certified to Comply— 
Graybar Elects Officers | redera’ specification 
WF-803a, Type I! 
The following were re-elected to APPROVED BY UNDERWRITERS 
serve as officers of the Graybar Elec- e 
tric Company at the annual meeting Write for Details 
of the Board of Directors: Mr. F. A. Mftgr’s Agents Territory Open 


C oumustas Fittings | Ketcham, former ache yeaa 4 naa WARE BROTHERS 


chairman of the board; 


Nicoll, president; Mr. G. F. Hessler, | LSS20_ W. Lake St.. Chlcage 
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r. D. H. O’Brien, Mr. E. W. Cash- 
in, vice presidents, with headquart- 
s in New York; and Mr. W. P. 
loagland, Chicago, Mr. W. J. Drury, 
New York, and Mr. A. W. Halstrom, 
iiladelphia, as field vice presidents. 
Mr. E. W. Cashman, vice president, 

S appointed to serve on the Execu- 

e Committee, joining Mr. Drury, 
Hallstrom, Mr. Hoagland, Mr. 
Ketcham, and Mr. Nicoll, who con- 
tinued as members of the committee. 


Foster to N. Eng. 
For Frink Corp. 


\lmon Foster, well-known to the 
vholesaler, utility and industrial trade 
New England, has been appointed 
by the Frink Corporation of Long 
Island City, N. Y., to handle the New 





WE HAVE BEEN DOING THIS T00 LONG 


We have been hiding a light (figurative, of course) 





under a bushel. We mean the untiring, behind-the- 
scenes work of our research and design staffs who 


are working today on the problems of tomorrow’s 





lighting. When new light sources are developed, 
' Silv-A-King equipment will be ready to put them 
England territory except Connecticut. / ; : 

ir. Poster. who was born in Masea- to the most effective use. For 21 years this policy 
chusetts, has spent most of his years 
n that state handling the sales of elec- a : : Z : : , 
trical equipment. lishing Silv-A-King’s reputationas lighting special- 





of looking ahead has been a major factor in estab- 





ists throughout industry. Bright Light Reflector 
Co., Inc., 1033 Metropolitan Ave., Brooklyn, N.Y. 


—— ee & 


Write for one or both of these Silv- A- King Lighting 
Guides: LG1 — Fluorescent, or LG2 — Incandescent. 





oo wr wu 


AFewTypical Silv-A-King Users: 


AC SPARK PLUG 
GENERAL MOTORS 
FISHER BODY 
INTERNATIONAL HARVESTER 
JONES & LAUGHLIN STEEL 
PITTSBURGH PLATE GLASS 


and many others 








en SAT EXPERT AT WORK is Lew 

Ss Borker of Graybar Electric Co., San 

: Fiancisco. He's getting ready now 7 At” 

ge ee swore reat | STV aKING MAKES S42 woRK FOR YOU 


1942 — WHOLESALER’S S/.LESMAN 107 














ATTENTION 


HERE'S NEWS! 


IT IS AMAZING how wholesalers 
throughout the country are order- 
ing SUN-KRAFT. Why? Because 
SUN-KRAFT benefits prove vitally 
interesting to EVERYONE. 


To them and YOU this means 


SALES!—SALES!—SALES! 


Just Tell Your Dealers This! 


® Sun-Kraft is not seasonal. 


@ Cold quartz tube has no filament 
to burn out—guaranteed 5 years. 


® Actually 95% constant em'ss on of 
ultraviolet ray—never weakens. 


® Automatic built-in, shut-off timer. 
@® Approved by medical authorities 


as a definite aid to better health. 
SUN-KRAFT SELLS BECAUSE it 
can be used for hay fever, sinus, 
asthma, arthritis, athlete’s foot and 
infection—A BUILDER OF BETTER 
HEALTH! 


Sun-Kraft 


INCORPORATED 
215-17 W. Superior St. 
: FOR HEALTH 
Chicago, il. —~oO~~ 





! Sun-Kraft 


ULTRA VIOLET GENERATOR 


MODEL A-1 $64.50 List 


20 Watis — A.C.-D.C. 
proved—complete with 
ing case and goggles—only 
packed—a real sales package. 


— Underwriters ap- 
leatherette carry- 





















































16 pounds 








it SCO 


SOLDERLESS CONNECTORS 


HAVE YOU TRIED 
The New Ilsco Lugs ? 









BUILT FOR OVERLOADS! 





Meet 
energy-heating and drying by featuring 
Nalco Dritherm Carbon Filament Lamps. 


industry's 


Available in 


Write for prices and discounts 


NORTH AMERICAN ELECTRIC LAMP COMPANY 


1034 Tyler Street 


demands for 


Inside-Silvered 
reflectors required) or in Clear Glass style. 





aN ALC Oo 
Infra-Red Ray 
LAMPS 


For Radiant Energy 
—Baking And Drying 


radiant 


finish (no 


St. Louis, Missouri 








The new design—as passed 
by the Underwriters’ Labo- 
ratories May 1, 1940. 





City and State 





ILSCO COPPER TUBE 
AND PRODUCTS, inc. 


5629 MADISON ROAD CIN., O. 


—--- 





H see seeceees saeser, 
- . 
§ GENTLEMEN MAIL: 
. . 
s SEND ME new Catalog & Sample! COUPON : 
: TODAY : 
: : 
$ Name : 
H . 
. . 
$ . 
e Firm + 
+ 7 
+ . 
H . 
§ Address s 
H : 
: . 
s . 
+ . 
4 . 
P- ‘ 








FOR 
ALL 
METALS 


ALLEN 


* Liauid + Paste 


Allen Fluxes are as 


and experience 


L. B. ALLEN CO., INC. 


6701 Bryn Mawr Ave. 





Sticks * 
form for every need. 

—Send for free samples— 

nearly perfect as human skill 

ean devise 


SODERING 
FLUXES 


Salts * 


Chicago, U. S. A. 














Association Activities 


W isconsi 
\pplian 

meeting 
} 


MILWAUKEE—The 
Radio, Refrigeration and 
Assn. at its recent annual 
heard a recommendation adopted 
its board suggesting that effective M: 
1, appliance distributors close on Satu 
days maintaining a service department 
if felt essential, on a skeleton cre 
basis, and that retail appliance dealers 
open their stores only two nights px 
week. The Association elected tw 
new officers—Ray Haasch and Gordo: 
Fairfield. Herbert Konen and Gordo: 
Ische were re-elected to the board, and 
Alvin Van Antwerpen was re-elected 
treasurer. The board also continued 
in effect the resolution by which th: 
association is operating without off 
cers, under the management of H. | 
\shworth, secretary-manager, who is 
responsible to the board. 


NEWARK —At their meeting o: 
March 19 held at the Newark Athletic 
Club Philip Cummings, noted lecture: 
told nearly 200 members of the Ess« 
Electrical League that the survival 
many in the electrical industry would 
depend upon how closely the industry 
He cited the success 
irganization 


worked together. 
of labor and its great 
an example of the cooperation of vat 
ous units of a large group. Mr. Cu 
mings effective in 
home his points and made a splendid 
members 


was very driving 
impression upon the league 
and their guests. 


SALT LAKE’CIT Y—At the luncheo: 
meeting of the Electrical League 

Utah, held in the Jade room of the 
Hotel Utah on April 11, Willard C. 
Brown lectured on “Lighting and th 
War Effort” including a discussion 

“Black-Out” lighting which he suppl 
mented with many specially prepared 
illustrations and demonstrations that he 
brought with him from the East. Mr 
Brown is from Cleveland, Ohio, and 
is president of the Illuminating Eng! 


neering Society. 


BALTIMORE — The Electrical 
Manufacturers Representatives Assn., 
keeping their members well 
informed on the important topic, 
“Civilian Defense.” At the April 24 
meeting they had as their guest speaker 
Dr. George R. Seidel who delivered 
an interesting and timely message 
this subject. 


Inc. are 


KANSAS CITY—tThe attendance 
the regular luncheon meetings reac] 
a new high when on March 24 Co 
mander D. W. Tomlinson of the U. 5 
Navy, delivered a hard-hitting, timely, 
and vitally interesting message to 10) 
members and guests of the Electric 
\ssociation of Kansas City. 
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JEW ORLEANS—lIn order to keep 
their members in tune with the War 
Program, the Electrical Assn. of New 
Orleans sent delegates to the Chicago 
Edison Electric Institute” meeting 
eld at the Edgewater Beach Hotel, 
March 23-26. The meeting was at- | 
tended by approximately 400 utility 

men, manufacturers’ representatives 

ind others interested in electric serv- | er display is designed to help you 
ice. Prominent speakers, from within | 
ind without the electrical industry, 

including government representatives, omy and safety features of G-E Neon 
spoke authoritatively on such subjects 
s “Lighting as a Tool to Help Win 
the War,” “Converting Civilian Pro- 
duction to War Production,” “Black- counter. Get your dealers to do the 
outs” and many other topics of interest. 





ATTRACTIVE COUNTER DISPLAY 
HELPS DEMONSTRATE 
G-E NEON GLOW LAMPS! 


a 


ENERAL Electric’s attractive count- j 


Va 













Use @ GLow Lames © 
“FOR MIGHT LIGHTS IN YOUR HOME 
Bure Wight and Vay fr a Fev (outs a Newt 


and your dealers demonstrate the econ- 


Glow Lamps for use as night lights. 


Put a couple of these cartons on your 


same. For information, write 
the address below. 


| Wm. D. Reed New 6.M. whe 
1s e The new carton holds 10 1-watt 
For Sawhill Mfg. Co. glow lamps; a larger carton for 


10 2-watt or 3-watt glow lamps is 


George A. Small, president of the sles evelistiie 


oe Sawhill Manufacturing Company of 
Wheatland, Pa., has announced the 


‘ .ppointment of William D, Reed to the NELA SPECIALTY DIVISION, LAMP DEPARTMENT 


position of general sales manager. The 
ld latter will have direct supervision GENER A L ELECTRIC 
e wer sales of tubular products, includ- 


ing fabricated pipe, pipe nipples, scaf- 


folding and other items manufactured 410 Eighth a. Hoboken, N. Je 
by the company. 

For the past three years Mr. Reed 
/, has been connected with the Chicago — 
14 district sales office of the Republic | 
a Steel Corporation. Before that he 
was affiliated with the Pipe Sales 
Division of Republic in Cleveland and 
Youngstown, Ohio. 

















™ And there's just as much difference between 
the streamlined BRIEGEL METHOD of making 
: conduit connections and old-fashioned methods. 
The BRIEGEL METHOD saves you up to 50% 
on time and a substantial saving on materials al- 
lowing you a larger margin of profit on 
each job. Make quick, easy, strong and No extra turns or twists, 
sn., neat connections this MODERN way. no nuts to tighten when 
vel you use B-M connectors 
pic, and couplings. Just TWO 
4 SQUEEZES with the patented 
cn B-M indenter (which costs 
se you only $1.25) and you 
| have a smooth efficient job. 
Approved by Underwriters 
Laboratories. 
| DISTRIBUTED BY 
| The M. B. Austin Co The Steelduct Co. 
7 i . pan y 7 = Chicago, Ill. Youngstown, Ohio 
E LAMI DE rz. MA NA GER is Clayton Mark & Co. ale Metais 
¢ new title for M. ‘.. Sloan, who was Evanston, Ill. Pittsburgh, Pa. 
: es pte x Clifton Conduit Co. National Enameling & Mf Co | 
ely, dvenced to that pees oe — pando “ ity, N. J Pitts nen, Pa 4 
: \c mendation of a. Kewley, vice General Electric Co Triangle Conduit & Cable Co. 
1s resident in charge of GE’s lamp Bridgeport, Conn. Elmhurst, N. Y. C. 
sie epartment. Sloan was formerly as- 
eg Ta METHOD TOOL CO., Galva, Ill. 
942 
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Bay Cities IES Course ey 2s 
FEDERAL (raduates 59 Salesmen weeks, with a two-hour session 01 


night each week. The text used wa 

. . . ‘Artificial Light and its \pplication 
Air Raid Sirens from the Westinghouse Lamp Diy 
Primarily designed for wholesaler’s sion. The problem sets were from tl 
Have been Tested and salesmen, two courses in lighting de- Nela Park “Lighting Design Cours 
: sign and application were concluded re of General Electric Co. Speakers wet 
Proved in Europe and cently in San Francisco and Sacra drawn from the ies wandberdan end 
America! mento, Calif., under the auspices of the chairman Walter E. Carlson of tl 
San Francisco Bay Cities Section. General Electric L amp Dept., and Joh 
Illuminating Engineering Society. Of S. Walsh of the Pacific Gas and Ele 
the 41 graduates in each course, 34 tric Co., who is also chairman of th 
in San Francisco and 25 in Sacramento educational committee. Graduation ce1 
tificates were presented to those wh 
Both courses were divided in two attended 11 out of 16 classes. 


were wholesaler’s salesmen. 


Sizes of FEDERAL Air 
Raid Sirens range from 
12 to 742 hp. 

° 
Write for Bulletin No. 72 
. 


FEDERAL 
ELECTRIC CO., Inc. 
"Siren Headquarters”’ 
8758 S. State St. - Chicago, Ill. 











Oo f th { p f l ad t d b B * IES. 
ne o e groups o Sadiesmen gr iduate y ay ity 





Speed Up the Job ., Electrical Equipment—A 64-page, 1942 
G/ 


elas Ven a revision of the “Quick Selector Cata 


, log” is announced by Westinghouse 
Partially formed § : 8 


for easy Electric and Mfg. Co. It covers many 


paee aie Wire may be '@) N Pp Ke '@) D U i T 3 types of electrical equipment such as 


soldered in safety switches, no-fuze breakers 


multi-breakers, panel boards, motor 
control and motors. Catalog 30-000. 


Distribution Systems—Bulletin 65, of Lighting Equipment—The March 1942 
the Frank Adam Electric Company, St. edition of catalog No. 40 presents th 
i! Louis gives specifications, illustrates and line of lighting equipment for bot! 
Clamped “1 . ee + . 7 , . 
under describes Busduct distribution systems for fluorescent and incandescent lamps ot 
washer. light and power. the Edwin F. Guth Co., St. Louis. 





flexible 
copper. 





SIMPLET Bakelite Parts for U. 
Sherman today offers one of 


he wast stmelete Geen. of CONDUIT FITTINGS Navy Specifications. 
Ground Clamps and fittings. 


We can supply many 
It pays to stock and sell the i PP+y p 


Sherman line. With Sherman No finer fitting made Fr these from our own molds. 
you can supply the right : 


clamp for every job—and once —all styles—all sizes— 
you sell them you'll find they Simplet engineers can help 5 
repeat. you with your sales prob- ence on this type of molding. 
Write for Bulletins 11, 12, and lems—call on them today. | == 


22 which catalog the complete | Send us your inquiries 
“Sy line of Sherman high quality, 


ae eee “teh” ) UNION INSULATING CO INC 
5 


SIMPLET ELECTRIC CO. 


27 Park Place Parkersburg 
H. B. SHERMAN MFG. CO. 123 N. Sangamon St. Chicago, Ill. New York W. Va 
BATTLE CREEK, MICH . 


We have years of experi- 
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IN THE YEARS AHEAD 

















—~ vas 


WAY hh 


urbe atide te our 
PRINCIPAL PRODUCT 


Since 1892 Signal Products have estab- 
lished themselves as the ultimate in 
Quality and Price. In the years to come 
Quality will still be the principal prod- 
uct of the Signal plant—each year aim- 
ing to make the best product for the 













SIGNAL ELECTRIC MFG. CO. 
MENOMINEE MICHIGAN 
Offices in All Principal Cities 








“FRIGID” 
VENTILATING EQUIPMENT 


Circulators, Exhaust Fans, 
Blowers, Attic and Industrial Fans, 
Spray Booth Fans, Shutters 





Write for Catalog and Prices 


Circulators and Devices 


Manufacturing Corp. 
100 Prince St. New York, N. Y. 































ANYTHING 
ELECTRICAL 
ON & OFF 
REGULARLY 


The TORK CLOCK CO., Inc. 


MOUNT VERNON, NEW YORK 








May 





how the fittings and 
installed. 


trate 
accessories are 


Pole Line Hardware—The 32-page 
Catalog Supplement Number 2 of The 
Hubbard Linebuilder, is available. In 
cludes both alphabetical stock 
number indexes plus illustrations and 
diagrams of the pole line hardware 
Hubbard & Co. of Pittsburgh. 


clearly 


and 


made by 


Wiring Devices— Pass & Seymour, Inc 
of Syracuse, N. Y., have published a 
76-page catalog, No. 42, on the com 
pany’s wiring device line lists and illus 
trates the different types of devices, 
switches, outlets, sockets, etc., 
by this company. 


made 


OBITUARIES 





Walter J. Ackerman 


On April 9th Walter J. Ackerman 
brother of W. M. Ackerman, of the 
\ckerman Electrical Supply Company, 
Grand Rapids died at his home in Gobles 
Michigan. He was 49 years old. Born in 


Grand Rapids, where he learned the ele« 


trical trade from his brother with whom 
he was associated for twenty years, he 
spent his years of business activity asso- 


ciated with the wholesaling and contract 
ing branches of the electrical industry. 


Norman B. Hickox 


Norman B. Hickox, widely known i] 
luminating engineer, died April 15 in his 
home at Evanston, Illinois. Death was 
ascribed to injuries received in an auto 
mobile accident last September. 


From 1916-1938 Mr. Hickox was con- 
nected with Curtis Lighting, Chicago, 
being vice president in charge of sales 
during his later years there. He was 


then associated with the lamp department 


of the General Electric Co., in Chicago, 
and recently has been active with his own 
company, representing the F. W. Wake 
field Brass Co., The Wheeler Reflector 
Co., and the Benson Mfg. Co. (Kansas 
City). 

Mr. Hickox had long been identified 


with the Illuminating Engineering Societ 
and was Regional Vice President in th: 
Midwest at his death. 


M. S. Towson 
Morris S. Towson, president and gen 
al manager of the Elwell-Parker Ele 
ic Co., Cleveland, Ohio, died in Orlando, 

i>, on March 17. He 
Mr. Towson was born in 

‘le attended the Case School of 

Science in 1886 and then for 
as associate with the Brown Hoisting 

Machine Company in that city. In 1893 

. separate company was organized to build 


was 76 years old 
Cleveland 
Applied 


several years 


the Elwell-Parker motor under British 
license. Mr. Towson was placed in 
charge. 

He was considered the pioneer and 


father of the power truck 
commercial development of 
in 1906. He developed and 
practical basic features which were in 
corporated in power industrial wade. 


which beg: inl 


patente 1 man: 
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for 


NATIONAL 
DEFENSE 








Cat. No. 66612 Cat. | No. 66613 


NEW .. . Pull and 
Cleat Receptacles, 


Keyless 
Porcelain 
Designed for the Defense 
Market. 


Send for your copy of our new 
"Defense Catalog"—a brief 
summary of the P&S Wiring 
Device Line which provides a 
handy reference for selectinj 
materials for construction, 


re- 


pair and maintenance under 
the Defense Program. 


Catalog on Request 
Pass & Seymour, Inc. 





SYRACUSE, N. Y. 











PROTECTIVE 
EQUIPMENT 


For guarding factories. 
railroads, docks, air 
ports, pipe lines, re- 
fineries, distilleries, 
utilities, municipalities, 
ship yards, coal yards, 
hangers, etc. 


ANTI-SABOTAGE 


“INVISIBLE FENCE” for outdoor areas. 


TRESPASS TRAPS 





Single Beam, Master Control, and Remote 


Reset Models for indoor installations. 











PROFIT 


AND PATRIOTISM 
Ge together when you sell WORNER 


BLACKOUT WARDENS 


Automatically turn off lights during black- 
outs. Used for Electric Signs, Illuminated 
Billboards, Marquees, Portals, Floodlights, 


Facades, Store Windows, etc. 


Send for Bulletins 105-109 inclusive. 


PRODUCTS 
WORNER =: 
DEP. W. 

CHICAGO, ILL. 


1019 W. LAKE, 


INSTALL 


aye 
TRICO PRODUCTS 
have stepped up sales 
for Wholesalers every- 
where. 





a) / 


/ 


Every item is outstand- 
ingly different rec- 
ognized for quality 
nationally advertised 
and above all, sold 
under a_ controlled 
“THRU THE WHOLE- 
SALER" policy that 
builds a solid profitable 
business for you. 


FOR PRESTIGE -- 
FOR PROFIT -- 
SELL 
TRICO 
Get complete details 
from your TRICO rep- 


resentative or write us. 







ti 
¥ 


WRITE FOR FOLDER CPF-300 


bi iieeomi')) lice eemm. tila-1t) 4-1-at 


In Canada: IRVING SMITH LIMITED, Montreal 
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